


























Feu URNOVER in mer- 
chandise is a vital factor 
iS governing the net profit 

1 at the end of the year, 
and yet this all-important prin- 
ciple is seemingly lost sight of 














by the merchant in operating 
his Credit Department. 


Money is made on turnovers 
and lost on holdovers. This 
proven principle of mer- 
chandising is equally true of 
accounts receivable as it is of 
merchandise. 
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Chis man can render 
ou a Real Service / 


HE Remington Bookkeeping Machine representative does 

not call on you just to “‘sell something,”’ but to render you 

a real service. His product is Results—not a mechanical 
device—results that mean increased efficiency at reduced cost. 
He is trained and experienced in the requirements of your par- 
ticular line of business and is, therefore, able to discuss your prob- 
lems in an expert manner. 

In addition to this, he has back of him the long experience of 
the Remington organization, which has specialized in solving 
office management problems in every line of industry for more 
than half a century. 

The Remington Bookkeeping Machine representative merely 
asks for an opportunity to submit for your consideration a plan 
which will eliminate errors, reduce costs and increase the effici- 


ay sh ency of your bookkeeping department, and then make a practical 
eS } demonstration of the proper equipment to produce the desired 
SO ae ae result. This demonstration is yours for the asking without any 
es obligation on your part. A letter to us or a telephone call to the 
oy id nearest Remington office will bring this service to you at your 
f Oy convenience. 
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The Model 23 Rem- 

ington Bookkeeping 

Machine effects a 

saving in_ clerical 

labor amounting to 

many times its cost. 

It is complete in its 

application to the 

exact requirements 

of any line of busi- REMINGTON TYPEWRITER COMPANY 
ness. Bookkeeping Machine Department 


374 BROADWAY, NEW YORK 
Division of Remington Rand, Inc. 
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The department store group of the Retail Credit Association of Minneapolis 
recently adopted resolutions calling for united action of their members in making 
a charge of one-half of one per cent interest per month on all charge accounts 
carried over thirty days. This is a matter which has been discussed pro and con 
for several years. It is recognized as a basically sound and logical system, but 
merchants whose collections indicated a forty-five to sixty-day turnover of accounts 
receivable feared it would educate many persons to take additional time, feeling 
they were under no obligation as they were paying interest for the privilege. How- 
ever, with the growing demand for extended payments on merchandise which is 
marked at cash or thirty days selling price, the plan suggested by our Minneapolis 
friend may solve a vexatious merchandising problem. 


We had the “Buy in November, Pay in January” evil with us again this year, 
but we believe the number of stores using this brand of advertising to attract trade 
was reduced, owing to the tendency toward a community credit policy in many 
important cities. Some stores tried to evade local policy by claiming this induce- 
ment was offered to encourage early Christmas shopping; a clever excuse, but why 
spend ten months to build a credit morale and encourage people to pay promptly 
every thirty days, then destroy your work by making special arrangements which 
promote laxity? Let us reason together, Mr. Merchant, and stamp out this evil. 


The misuse of the word credit is one of the evils of the day. We particularly 
refer to collection agencies who use trade names with the words “Credit Associa- 
tion” usually coupled with the words “‘National’’ or “Merchants.’”’ These are not 
credit associations; most of them are not National in scope and have no connection 
with the merchants in their communities. They are collection agencies pure and 
simple masquerading under false pretense, and our members should refuse to give 
them support. 
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Che President's Christmas Message 


Leopo.tp L. MEYER 


Credit Manager, Foley Bros., Houston, Tex. 
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T IS but natural at this season of 

the year for the officers of your 

association to be a bit retrospec- 
tive. What has transpired thus far in 
the affairs of the National must be 
analyzed in order that plans made 
earlier in the administration, which are 
still considered worthy of further effort, 
be carried to a successful realization— 
and also in order that what is deemed 
at this time as of questionable value 
be consigned to the scrap heap. 

Evidently the original plans were 
well laid. Of course from day to day 
new little ideas creep in and are 
amalgamated with some major thought 
already conceived, and _ incidentally 
some of those happy little hunches have 
added a great deal to the general 
scheme of things. Beyond that, how- 
ever, no serious defects have thus far 
been observed and unless some com- 
plication not anticipated at this mo- 
ment is presented, the administration’s 
original program for the year will be 
observed. 

Above I referred to “new little ideas” 
and I am happy to say that all those 
little thoughts didn’t emanate from 
your officers and directors. Indeed 
they did not. It has been a delightful 
surprise to me to note thoughts as 
expressed by members of our associa- 
tion from all sections of the country 
by the little fellows, who are just 
beginning to learn how to think. An 
especial effort has been made to ac- 
cept every contribution of this char- 
acter that has been offered—not only 
for the purpose of encouraging those 
who have evidenced their good inten- 
tion to contribute something to the 
administration, but primarily because 
the suggestions were sound and val- 
uable. 

I do not believe that the best and 
trained thinkers in the association do 
much thinking for the association. 
These fellows sometimes lose them- 
selves in the presumption that they do 
not, perhaps, need the association as 
badly as the association needs them. 
These trained thinkers are to be pitied 


in their selfishness, for they are missing 
one of the biggest kicks of life; they are 
forgetful of the old scriptural admoni- 
tion that it is better to give than to 
receive. Giving does not happen to be 
restricted to things material; that’s 
only part of it. Some of us may be 
blessed with a superabundance of 
material wealth and the giving away 
of part of that may be in order and 
proper. Most of us, however, are not 
in that category; we may nonetheless 
be rich in knowledge and intelligence 
and if we share those fortunate 
blessings with our fellow-men we are 
just as charitable as those who give 
away or share their dollars and cents. 
If we nurture our every thought for 
selfish ends we are mean and will be 
unhappy. We are not then worthy of 
the blessing of good brains. No big 
man ever kept a good thought to him- 
self; to the contrary the big man 
exerts additional effort in thinking out 
the best plan for giving his good 
thought to the most people. That’s 
the real philosophy of life. If it hadn’t 
been for that sort of reasoning some of 
the greatest contributions that have 
been made to civilization, by the free 
expression of good thought, would 
have been buried in the dead past. If 
some of you don’t think I know where- 
of I speak, read Bruce Barton’s book, 
“The Man Nobody Knows,” and 
change your mind. 

Thinking does require effort, but 
effort generates more effort. That’s a 
law of physics, perhaps expressed a 
little awkwardly or in unscientific 
terms. It is also an axiom in business 
that in proportion to effort or energy 
expended, returns will be forthcoming. 
If some of those good thinkers I have 
referred to above will invest some of 
their thoughts in the National Associa- 
tion they will be surprised at the 
dividends those thoughts will pay. 
They will discover to their surprise 
that they will get out of the association 
as much or more than they put into it, 
even if the benefits they derive from 
such only be the pleasure of the 


realization that someone else is being? 
helped by them. 

I haven’t wanted to sermonize but 
I’m not sorry if such has been done.§ 
This is the season of the year for 
sermonizing. It’s Christmas time, and 
‘tthe whole spirit of Christmas is bound 
up in a particular noteworthy series of 
sermons. It’s the time for taking an§ 
accounting of one’s self also, because 
it’s approaching the beginning of a new 
year, and as long as we live we are 
going to continue to make new 
resolutions on January first. Let each 
and every one of us resolve to do some f 
thinking during the new year on beJ§ 
half of all our fellow-men in general 
and the National Retail Credit Associa 
tion in particular. It will be a resolu. 
tion worthy of the best man in ourff 
ranks. a 

It’s not only the fellow that thinks§ 
too selfishly who ought to take stock 
of himself. There are some of us who 
have good material with which to 
think good thoughts but who are too 
lazy to use that material. I recall at 
this moment the fellow that Elbert 
Hubbard referred to in a recent article} 
in the “Roycrofter.” Mr. Hubbard 
said that the particular person he had 
in mind was so afraid to use his brains} 
that he had a copy of the Lord’s Prayer 
printed and hung up beside the bed, 
and every night, just as he retired, he 
pointed to the printed prayer and said, 
“Oh Lord, them’s my sentiments.” 
There are a great many such peoplein 
the world, sad as the realization must 
be. Such men are their own most bitter 
enemies. They are not utilizing their} 
natural endowments and are not serv- 
ing their best possible good in the 
world. Men with good minds have no 
justification in being apathetic towards 
affairs and conditions in which they 
should be bound up by virtue of the 
positions they are holding— ad at the 
same time withholding trom mort 
worthy persons. Such men can neve 
get the best out of their existences and 
cannot possibly contribute the best 


(Continued on page 13) 
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: To All Members of the 2 
National Retail Credit Association 


cad Greetings 


Jn the bustle and hustle of the holiday season, the Officers 
and Directors of the National Retail Credit Association pause 
a moment and consider the friendships and brotherhood which 
habe been made possible through our organisation, wish each 
member a fflerry Christmas and express the hope the pear 
1928 will bring pou happiness and prosperity. 


GGe appreciate pour loyal assistance and co-operation of the 
past pear and, assured of a continuance of same, are making 
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To What Extent Are We Interested 
in Retail Credits? 


Vice-President and 


HE Merchants Credit Bureau 

of Detroit is an institution of, 

and for, the retail merchants, 
and others extending credit to the 
individual. What interest, if any, is 
this to the wholesaler and manufactur- 
er? This question is only asked by 
those who have not their 
thoughts to travel beyond the circum- 
ference of their own immediate deal- 


allowed 


ings with the accounts on their ledgers 
representing sales to jobbers or retail- 
ers. Wholesale credits are becoming 
more and more dependent upon some- 
thing beyond the mere financial state- 
ment that has been usually depended 
upon. The proportion of a retailer’s 
accounts receivable is steadily growing 
larger in comparison with his other 
assets. Cash in the bank, or invested 
in bonds and other marketable secur- 
ities, as well as merchandise on hand, 
are almost a fixed quantity that the 
wholesaler and manufacturer can prac- 
tically depend upon. 

The value of the accounts receivable, 
however, is another thing. The ques- 
tion now uppermost in the minds of 
most credit men is how collectible are 
these accounts receivable, and what 
assurance has the retailer that they are 
collectible to any stated percentage? 

When it has been shown by Govern- 
ment figures that in the past year more 
than sixty per cent of your merchan- 
dise, as a whole, has been sold by the 
retailer on credit, then you realize that, 
to a great extent, you have passed on 
sixty per cent of your merchandise to 
numberless individuals, and you begin 
to wonder what has the retailer done 
towards assurance in getting paid by 
the individual, that he may in turn pay 
you. 

Some astounding figures have also 
been given out, showing that in the 
past year credit losses throughout the 
United States were approximately six 
hundred and fifty-five million dollars, 
through failures of all kinds. The 
responsibility for the majority of this 
staggering loss is directly placed upon 


lack of capital, which is merely 


By F. E. Parker 


General Manager, Merchants Credit Bureau, Detroit, Mich. 


another name for a condition common- 
ly known by the credit fraternity as 
“frozen accounts.” 

While it is true that the ultimate 
responsibility for this condition is 
largely the failure to collect retail ac- 
counts, yet it is also true that the 
responsibility of your continued pros- 
perity depends upon the retail store, 
which is the final outlet of your mer- 
chandise or products. Detroit stands 
among a very few of these cities carry- 
ing the lowest percentage of retail 
losses. 

As with everything else, there is a 
definite reason for this. Fortunately 
for us all, many of the merchants of 
Detroit anticipated the rapidly grow- 
ing custom of credit buying, and 
endeavored to fortify themselves 
against an experience which some 
poorly organized communities are now 
meeting with. It was also furtunate 
that leading members of the Associated 
Retail Credit Men had a vision of the 
future, and made a careful study of the 
situation—brought the matter before 
their employers, and as a result the 
employers backed them in their belief, 
and six the 
Credit conceived and 
organized. The bureau was incorpor- 
ated under the laws of the State of 
Michigan and sufficient stock sub- 
scribed for by the merchants to finance 
it. The credit men were responsible 
in demonstrating to the merchants 
that they never would have satis- 
factory machinery at their command 
with which information could be 
centralized, until there was but one 
organization of this kind. It is obvious 
that, with various different institutions 
privately owned, and otherwise, en- 
deavoring to do the same thing, that 
it would be impossible to accomplish 
the desired results. Scattered efforts 
never get anywhere in any endeavor. 
One evidence of this was in the response 
received from the public utility cor- 
porations when approached on the 
subject of their co-operation with such 
an organization. 


years ago Merchants 


Bureau was 


The president of one of the largest f 
public utilities wrote to the manage- 
ment of the bureau, from which the 
following is quoted: “In the past, on 
advice of counsel, our rule has been 
to avoid answering the inquiries com- 
ing to us promiscuously, except when 
they came from the police authorities J 
and were of such a nature that we would J 
be called upon to produce the informa- 
tion in court. Requests for this infor- 
mation had in the past come not only 
from the few good credit bureaus in 
town, but from other concerns whose 
methods were not such as you would f 
approve, nor as we would tolerate from 
our company. Your new co-operative 
bureau seems to be in a class free from 
any possible criticism, and has changed 
this situation. I have instructed the§ 
vice-president to see how best we can 
furnish the bureau such information as J 
may be required from time to time.” § 

Another one of the largest public 
utilities wrote: “Public utilities are § 
conceived of as having just about all 
the information available in a com- 
munity regarding the residents in that 
community. Many devices are em- 
ployed in an effort to secure this infor- 
mation and the public utility corpora- 
tions must exercise great care. To the 
benefit of all, legitimate information 
will be made available to the Mer- 
chants Credit which 
recognize as the proper clearing house 
for the credit of the 
community.” 


Bureau, we 


information 


Detroit is now recognized as having 
one of the largest retail credit bureaus 
in the country and the very best equip- 
ped one. Credit reports on individuals 
must necessarily, to be of the greatest 
value to the retailer, be obtained with 
the greatest possible dispatch con- 
sistent with accuracy. The equipment, 
therefore, is all devised with this end 
in view. 

The Michigan Bell Telephone Com- 
pany has recently completed for the 
bureau what they state to be the 
largest private equipment that they 


(Continued on page 27) 
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The Federal Reserve Banks and the > 
Discount Rate 


Frederic A. DeLano, graduate of Har- 
vard University, Ex-President of Wheel- 
ing F Lake Erie, Wabash and Monon 
railroads; appointed member of the 
Federal Reserve Board in 1914, and 
designated Vice-Governor; resigned to 
enter the army Fuly 17, 1918, and served 
overseas as Lt. Colonel and Assistant 
Director of the Transportation, Corps, 
A. E. F. Resides in Washington, is a 
director of the Richmond Reserve Bank 
and by Presidential appointment a 
member of the National Capital Park 
and Planning Commission, the Com- 
mission having charge of the beautifying 
and development of Washington. 


AM NOT a banker, | do not claim 

to be a business man, and the fact 
that I was a railroad man up to 
thirteen years ago would not qualify 
me to consider myself a railroad man 
today. However, I was among those 
who were interested in reforming our 
banking and currency system as far 
back as 1896, and was glad to unite 
with others in organizing the work of 
the Federal Reserve banking system. 
Since 1918 my connection with the 
system has been chiefly that of an 
observer rather than an administrator. 
We can recall that in the early dis- 
cussions of the Federal Reserve Bank- 
ing Act, and in the first administration 
of the affairs of the banking system, we 
imagined that the fixing of the discount 
rate would have a very profound effect 
on business. My experience and 
observation since has led me to the 
conclusion that the effect was really 
very much less than we supposed it 
would be; and I believe I can say with 
some confidence that the way the dis- 
count rate is fixed—the mere gesture 
of changing the discount rate—may 
have far more influence on business 
than the actual rate itself. When busi- 
ness is booming and profits are good, 
the public cares very little what the 
bank rates are within the figures which 
are likely to prevail. The extreme 
fluctuation of discount rates under the 
Federal Reserve System is probably 
between 3% and 6%, or, say, three 


By Frepertc A. DeLano 





Hon. F. A. DeLano 


points, and ordinarily much less. Many 
of our states have usury laws which 
forbid a rate higher than 6%, so that a 
rate higher than that by the Federal 
Reserve System is certainly unlikely. 
A Federal Reserve Bank cannot afford 
to name a rate as low as 3% unless 
the volume of its business is large, and 
if the volume of business is large, the 
banks are more interested in putting 
on a restraining hand than in keeping 
the rate very low. If there is a wild 
speculation going on (whether in stocks 
or in the produce market), no rate 
which the Federal Reserve Banks could 
name would check it. 

To my mind the duty of the Federal 
Reserve Banks is to come as_ near as 
possible to carrying out the functions 
for which they were created, to-wit, 
to act as a stabilizing influence and to 
remember that, as their name implies, 
they exist to protect the federated 
reserves of their member banks. There 
is no reason why the Federal Reserve 
Bank rate should not remain at, say, 
4%, for several years. In other words, 
The 
effect of such a policy would be that 
during the liquidating period of the 
year, commercial loans would be paid 
off to the member banks, the member 
banks in turn liquidating their loans 
with the Reserve Banks, causing the 


a practically stationary rate. 


reserves of the Reserve Banks to run 
up to 80 or 85%. During the borrowing 
period of the year, the demand for 
commercial loans naturally increases, 
the commercial banks begin borrowing 
from the Reserve Banks, and the ratio 
of Federal Reserve Banks’ 
drops to 60 or 70%. 

It has often been explained, but is 
not always appreciated by the public, 
that under the Federal Reserve System 
each Federal Reserve Bank 
essence, a bank of banks. 
not carry frozen loans, its assets should 
be absolutely liquid, it must encourage 
its member banks to liquidate their 
customer loans each year and become 
borrowers at the Reserve Banks only 
during periods of business activity and 
active demand for money. The Reserve 
Bank stands to its member banks in 
the same relation that a member bank 
stands to its individual depositors. 


reserves 


is, in 


If all the individual depositors in a | 
member bank were borrowers, the | 


banks would have a poor chance of 
success, and would be chiefly depend- 
ent upon their capital. The same is 
true of the Reserve Banks. What 
actually happens is that 30 to 65 per 
cert of the member banks never borrow 
at all. Twenty-five to thirty per cent 
never borrow in excess of what might 
be called their fair or aliquot propor- 
tion of the reserve funds. The remain- 
ing ten to thirty per cent are practically 
steady borrowers, and often borrowers 
far beyond their proportionate share. 
To them the discount rate means only 
the difference in profit they will make 
because of the spread between the 
rates at which they borrow from the 
Reserve Bank and lend to their cus- 
tomers. And yet one must not attempt 
too close a comparison between cus- 
tomers’ rates and the bank rate. In 
many sections of the country borrow- 
ing is done without collateral, or on 
collateral of a dubious or speculative 
character. Our banking system, even 
though co-ordinated through the Fed- 
eral Reserve Banks, is essentially an 
independent banking system. Forty 


thousand banks, and more, national, 


It should | 
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state and private, do the banking busi- 


' ness of our country, under license of 
| law and under some supervision; but 


after all, chiefly dependent on the 
common sense, judgment and honesty 
of the individual banker himself. 

In many sections of the country the 
interest paid on deposits is as high, and 
sometimes higher, than the discount 
rates of the Federal Reserve Banks. 
In such a case it can hardly be claimed 
that half a point in the discount rate 
will much affect business. On the other 
hand, the raising or lowering of the 
discount rate may be done in such a 
way that it will have a very serious 
effect on a tense money situation, and 
this is an argument in favor of pro- 
ceeding with utmost caution in either 
raising or lowering rates. 

When the question is asked how 
shall changes in the discount rate be 
determined,—the obvious answer is 
that the law clearly contemplates con- 
current action by the directors of the 
Reserve Banks and the Federal Reserve 
Board. The framers of that law very 
evidently had in mind the theory of 
checks and balances, so dear to the 
hearts of the founders of the Republic. 
The Federal Reserve Banks are pri- 
vately owned but certainly quasi- 
governmental organizations. They are 
managed by boards of directors, nine 
in number, six chosen by their stock- 
holding banks, and three selected by 
the Federal Reserve Board. The gener- 
al control and supervision, but zot 
the management, of these banks is in 
the hands of the Federal Reserve 
Board, which is a governmental body, 
although the salaries and expenses of 
the board and its staff are not paid by 
the Federal Government, but by an 
assessment on the banks which are 
stockholders in the system. 

Co-operation between the banks and 
the Reserve Board is essential, and 
without it a harmonious management 
of the system is quite impossible. It is 
unbelievable that a reasonable accord 
will not prevail between the Reserve 
Board and the directors of the twelve 
Regional Banks; but a wise accord will 
depend largely on the character of the 
members of the board and that of the 
directors of the Reserve Banks. In the 
main the board will confine itself to 
settling broad principles, while the 
directors will charge themselves with 
the management of their Reserve 
Banks, and be responsible for them. 


If my diagnosis of this question is 
valid, I am safe in saying that the 
discount rate is certainly not the most 
important, and perhaps one of the less 
important questions with which the 
Federal Reserve Board must deal. 
Nevertheless, the Reserve Board must 
retain the right of approving or vetoing 
any rate named by a Reserve Bank. 
There is reasonable doubt as to whether 
the bank rate should be uniform all 
over the country, whether the rate in a 
borrowing district, for example, should 
be identical with the rate in a creditor 
district. On such a matter of principle, 
the Reserve Board is clearly privileged 
to make a ruling. As a general rule the 
Reserve Board should exercise pri- 
marily a guiding and a steadying 
influence in all such matters. Its 
attitude must be fearless, courageous 
and unflinching, but that is not all, it 
must also be wise. 

The international money market is 
without doubt affected by somewhat 
different conditions than are our own 
markets. It is probably true that the 
market rates in Boston, New York or 
Philadelphia, representing collectively, 
say, 50% of the total Federal Reserve 
lending capacity, would have a distinct 
influence in affecting the bank rate in 
London, in Paris, or Berlin, and there- 
by influence the flow of credit and the 
purchase of goods; and yet even in this 
case I am inclined to think that it is 
easy to exaggerate the effect of a 
change in the American discount rate 
on foreign trade. 

Mr. Reginald McKenna, late Chan- 
cellor of the Exchequer, and now 
president of the Midland Bank, of 
London, in a recent speech in Chicago 
which I with interest, 
praised very highly the results of our 
Federal Reserve Bank System, and 
commented particularly on the fact 
that our banking rates have been un- 
disturbed by the large importations, 
and exportations of gold. He pointed 
out that in London, a British banker 
would be considerably disturbed and 


listened to 


at least anxious under such circum- 
stances, whereas, with us the ebb and 
flow went on without any bad effect. 
I believe this is largely due to a feature 
of the Federal Reserve System for 
which my former colleague, Mr. Paul 
M. Warburg, was chiefly responsible, 
to-wit, the conception and develop- 
ment of what is known as the Gold 
Clearing Fund of the Federal Reserve 


The effect of this has been 
that gold is no longer used in our bank- 
ing except as a basic reserve. We issue 
Federal Reserve notes against com- 
mercial paper, or against gold. It was 
suggested once in Congress that per- 
mission to issue Federal Reserve notes 
against gold should be denied but 
this would be a terrible mistake and 
would have the effect of reducing our 
available gold reserves fifteen to 
twenty per cent; but it would have the 
more serious effect of making our 
currency and our credit more sensitive 
to the ebb and flow of gold. In my 
railway experience, I can well remem- 
ber the armored trains of gold which 
moved from the Pacific Coast to New 
York at certain seasons of the year to 
pay for accumulated purchases, and 
the reverse movement at other seasons 
of the year to pay for raw materials 
moving from west to east. These days 
have gone by forever. Under the 
operation of the Gold Clearing Fund, 
the twelve Reserve Banks settle with 
each other by telegraph each evening, 
and the payment in gold from one 
bank to another is simply made by 
debit and credit entries on a book in 
the possession of the Federal Reserve 
Board. Nothing could be simpler, and 
for a country the size of the United 
States, nothing could be more neces- 
sary. This has been made possible by 
the issuance of Federal Reserve notes 
against gold, and by the Gold Clearing 
system. To my mind these two devices, 
more than any other, have made us 
immune to the inflation that would 
have arisen from our huge post-war 
gold imports. We can receive $10,- 
000,000 a day for a week and it in- 
creases our reserve ratio against notes 
very gradually, and at most by perhaps 
four per cent. It hardly creates a 
ripple. In the same way, we can ex- 
port $10,000,000 a day for a week, and 
this in turn slowly reduces the reserve 
ratio, at most only four per cent, or 
thereabouts. 

Gold is an important factor in our 
currency. It is the base upon which the 
Federal Reserve currency is issued 
against commercial paper rests, but 
even that is not all. To a much greater 
extent than any other nation we use 
checks and drafts, and these instru- 
ments perform more than 95% of all 
money transactions. That explains 
why the gold base of our currency 


System. 


(Continued on page 23) 
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Is Credit Still Sound? 


By H. P. Van Vianen 


Controller, Daly Brothers Dept. Store, Eureka, Calif.; President, Credit Association of Humboldt. 


T IS generally considered bad to 
read a paper because that method 
of making an address often fails to 
hold the listener’s interest; however, I 
am making this exception because it is 
less strain to do so and it precludes 


the deadly curve of dissipating net 
profits, | address you here this noon 
after an absence of many weeks from 
your luncheon During that 
absence I devoted much time to an 


table. 


interesting analysis of the credit situa- 
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The Sower 


tedious over-lapping and endless repeti- 
tion. Therefore I ask your indulgence 
in listening for a few moments to a 
treatise which is necessarily somewhat 
dry, quite devoid of humor, but which 
aims incessantly at a predetermined 
goal. It seeks an answer to a burning 
question: Is credit still sound? 

It is neither my purpose to astound 
you with my verbosity nor to blind 
you with my insight, nor is it my wish 
to impose my knowledge; but rather 
do I make an urgent appeal to you for 
fair play, a plea to your business 
acumen in a decided effort to flatten 


tion, a study at close hand with a 
wealth of data at my disposal. 

My premises and arguments tacitly 
assume credit to be a science with 
cause and effect. They concede the 
fallibility of human nature. They 
require indulgence, patience and effort, 
and above all they place credit where 
it belongs, namely, in the field of 
psychoanalysis. The statement that an 
account well opened is 99% collected 
still holds. Much indeed depends on 
the first contact with the applicant, on 
the manner in which you size him up. 
First impressions are always important 


and decisive. And right here I say, use 


thecredit application blank. Use plenty |) 


of them. They cost little enough. 

A man’s judgment is no better than 
his information. We see daily the 
disastrous results arising from hap- 
hazard credit granting based on notions | 
rather than on facts. The unpaid ac-¢ 
counts pile up every day in the Adjust- 
ment Department. Like mistakes of 
long ago, they hound us. As a great 
monument to our inefficiency, the 
debts unpaid keep on piling up. 





Annually 600 millions for the United 
States are lost, enough money to] 
finance a state. Overhead, waste and 
useless labor follow in the wake of a | 
loose credit policy. The man who takes 
uncalculated chances loses. We cannot 
guess, we must know. 

What happens when our thoughts, 
after having dwelt on the borderland 
of the credit realm, suddenly become 
clear? When we begin to take in the 
utmost corners of that vast world of 
credit? When we feel that we are at 
last grappling with the underlying 
cause of the whole problem which 
seems to solve itself as we grow ac- 
customed to its light. Then we see 
that the psychology of human nature, 
the ego of man, is at the bottom of it 
all. A mordant phrase but nevertheless 
true, is that many people are no longer 
conscientious about paying their bills. 
The non-payment of their bills no 
longer bothers their conscience. The 
desire for a better life has swept the 
timid, conscientious feeling aside. 
Goods talk. Stirred up by incessant 
advertising the leap over the barrier 1s 
taken. The customer no longer asks. 
He demands and makes his own terms 
and the merchant, a just victim of his 
own undoing, caves in. The merchant 
is helpless unless he recovers himself 
and fights back for his rights. The 
terms “credit,” “why certainly” and 
“on your own terms” has certainly 
played havoc with the merchant. 

The customer appeal is too great. 
Merchandise is offered so attractively, 
so cleverly and the desire for possession 
is so great that we simply cannot help 
overbuying unless we are stopped. Is 


~ 


“< 


(Continued on page 24) 




















mw 








, use 
nity | 


han 
the 
1ap- 
ions 
ac- f 
ust- J 
s of 
reat } 
the 
up. 


_THE CREDIT WORLD for December 








ited | 


to Bf 


and 
of a | 
akes 
not | 


hts, 
and 
ome 
the 
1 of 
e at 
ying 
hich 
ac- 
see 
ure, 
of it 
less 
iger 
ills. 
no 
The 
the 
ide. 
sant 
or 1S 
sks. 
rms 
"his 


ant 











self 
The 
and 
inly 


eat. 
ely, 
sion 
1elp 

Is 











/READY NOWz 


THE NEW 4-POINT 
COLLECTION SYSTEM 





> 
a 


call 
a 
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A proven collection system, with a record of four years’ outstanding success in 
collecting delinquent accounts, improved in every way—improved letters, im- 


proved container, improved follow-up records. 


collection system ever published! 


Without a doubt, the greatest 





G 
¥ 





The new 4-Point Collection System embodies all the 
basic principles that made the old 4-Point System so 
successful. On this foundation we have built a system 
that incorporates all the improvements that have 
suggested themselves during the past four years. 


First, the letters themselves have been re-written 
and improved in every way. The perforations and 
punching have been discarded, so has the book form 
of binding. 


a 
é 


The letters come to you ready to use, just like 
regular letter-heads, no perforations, no stubs to 
tear off, no ragged edges. Another form has been 
added, a carbon copy follow-up record, also new 
follow-up files. 


And, the whole system is packed in a handsome 
cloth-bound file box, with hinged top, made to fit 
right into the large drawer of your desk or in the 
front of a vertical file cabinet. 





What It Contains 


1. 100 No. 1 Letters, informing the debtor that his account has 
been reported to the National Association for collection. These 
letters urge him to pay you direct—at once. Past experience 
shows that this letter collects the majority of delinquent ac- 
counts. 


tm 


. 75 No. 2 Letters, repeating the demands of Letter No..1 (in 
stronger terms), and demanding immediate attention. 


3. 50 No. 3 Letters. No. 3 is a definite final notice that unless 
the account is paid in ten days attorneys will take action. 
We include National Association envelopes for mailing 

above letters. 


4. 25 Forwarding Blanks, for reporting unpaid accounts (for 
final action) to your bureau or the National office. 


5. 100 Follow-up Record Sheets and 3 special Follow-up Folders. 


6. A 32-page instruction book, containing complete instructions, 
a section devoted to credits and collections, another to credit 
forms, and a complete digest of collection laws of various 
states. 


All packed in a handsome file box, bound in black cloth, with gold 
embossed title. 





Price $20.00 Postpaid 


Sold to Members Only 


National 
Retail Credit Ass’n 


Equitable Bldg. Saint Louis 


ee ee ee 


ORDER NOW—USE THIS COUPON 


National Retail Credit Association, 
Equitable Building, St. Louis, Mo. 


Enter my order for one complete New 4-Point Collection 
System as advertised in December Crepir Wortp. 


I agree to remit the purchase price, $20.00, upon receipt 


of your invoice. 


Name.. 

Title... 

Firm Name... 
Street Address 


City... e State...... 
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Michigan University Will Do Research} 


Work for National Association 


By Howarp G. Goprrey, Credit Manager, J. L. Hudson Company, Detroit 


R. ELMER B. SCHICK, 

credit manager of Crowley 

Milner Company, Detroit, 
and chairman of the National Retail 
Credit Association Committee on Sta- 
tistics, announces that his committee, 
composed of David W. Ahl, of Frank 
& Seder Company, Detroit, and 
Howard G. Godfrey, of J. L. Hudson 
& Company, Detroit, have completed 
arrangements with the University of 
Michigan to the operating 
statistics of credits and accounts 
receivable departments of retail stores 
for the year of 1927. 

This announcement will undoubted- 
ly be received with a great deal of 
enthusiasm and interest by the mem- 
bers of this association, inasmuch as 
this is the first attempt on a national 
scale to undertake work of this 
character along strictly credit lines. It 
will be of the greatest value to every 
individual member of the association. 

Similar studies of retail business, 
along general lines, have been made by 
Harvard University, Northwestern 
University, the University of Pitts- 
burgh, and others. They have been of 
the greatest benefit to the particular 
lines of business affected. Studies of a 
local character have also been made by 
other universities, including Ohio State, 
University of Kansas and University 


study 


of Oklahoma. It is possible that many 
others have been or are being made 
besides those mentioned, and each of 
them is undoubtedly of great value 
within the territory covered. 

It was felt necessary by your Board 
of Directors that some definite national 
figures be compiled that would point 
out possible weaknesses in the present 
retail credit operating structure. A 
committee was accordingly appointed, 
under Mr. Schick’s direction, to work 
out the details We were very for- 
tunate indeed, in securing the co- 
operation of the University of Mich- 
igan in this work. The study will be 
under the direction of three very 
capable men in this field, Dr. Clarence 
S. Yoakum, Professor of Personnel 
Management, Mr. Carl M. Schmalz, 


Professor of Retail Store 
Management; and Dr. Orlin W. Black- 
ett, Assistant Professor of Business 
Statistics. 

For the year 1927 the study will be 
confined to the costs of operation, the 
amount 


Assistant 


of losses and average col- 
lection percentages, with particular 
emphasis on deferred payment busi- 
ness. Statistics of this nature will be 
compiled geographically and with rela- 
tion to size of cities, class of business 
and volume of stores reporting. Of 
course, no good result can be obtained 
unless a reasonable number are willing 
to give freely of their experience to the 
university. All information will be 
coded by number and will be held in 
strict confidence by the university, and 
neither the National officers nor any 
member of the committee or the 
association will receive any informa- 


tion except that contained in the 




















EVERY CREDIT BUREAU SHOULD 
HAVE A COPY OF 


Credit Bureau 
Management 


A text book compiled by the 
NaTIionaL Retait Crepir Ass’N 
Read it and have every employee 
read it. Eighteen chapters, cover- 
ing all angles of credit bureau 

operation. 


Special price $3.00 | 
National Retail 


| 
_ Credit Association | 
| Equitable Bldg. St. Louis | 














within 1 
families 
selves. | 
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printed report which will be gotter 
out by the university at the conclusior 
of their study. 

This report will give to every credit 
man the opportunity to pick out an 


improve the weak points in his organ} 


ization, and will advance him accord: 
ingly in standing in his own store a 
well as in his profession. 

Mr. Schick advises that a further 
announcement will be made next 
month. It is expected that this subject 
will ‘be given consideration and dis 
cussion at all local meetings and 
Tri-State Conferences immediately fol: 
lowing the holiday season. National 














office speakers will make announce! 
ments in addressing local meetings a 
to the progress of this study and th 
work of the Statistical Committee. 
The cost of this study is being born 
by the National Association, and i 
is necessary for the membership to giv 
their fullest co-operation in order tha 
the funds expended may yield thé 
greatest possible returns. 





For Sate: Credit Bureau, estab- 
lished six (6) months, with a mem- 
bership of 50, in a trade territory of 


in dues, $150.00, and $150 from col- 
lections, and a possible 50 more 
members in a short time. Running 
expense $100 a month, including one 
girl. This can be made to earn $400 
a month. Will sell at a very low 
figure. Inquire National Office, St. 
Louis, Mo., Box 6. 




















10,009 population. Monthly income | 





ithem, h 


to an 
potenti: 
friendly 
the tric 
a man’: 
by an ¢ 
matter 
be such 
of the 
bunk 1 
happen 
your fr 
off. B: 
good n 
too, yo 
and id 
The 
tion n¢ 
memb« 
an ass 
of any 
interes 
credit 
States 
sense t 
given : 
partic 
than « 
and sc 
amor 
of the 
expen 
for th 
retail 
that 
would 
drean 
dilige 
acros: 
ers, : 
ordin 








Posirion Wantep: Experienced 
credit bureau manager. Two years|j 
experience managing credit bureau; 
three years in credit collection de- 
partment in plumbing contractor's 
office; five years on the road selling 
specialties. Will consider a_per- 
manent position in the East, prefer- 
ably New York City or vicinity. 
Address all communications to} 
Herald F. Perkins, Mott and Bay- 
view Avenue, Inwood, L. I. 
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The President’s Christmas Message 


within them to their employers, their 
families, their fellow-men, and them- 
selves. The type of men above referred 
to is more to be pitied than censured. 
| There is a possible redemption for 


Zottell them, however. They can be awakened 


tional 





to appreciation of their 
potentialities, and often only a little 
friendly reminder is necessary to turn 
the trick. 
/a man’s whole make-up can be recast 


an own 


It is surprising how easily 


by an appeal to his better self. It’s a 
matter of suggestion—that’s all. May- 
be such fellows are occasionally victims 
of the inferiority complex—there’s no 
bunk to that—it’s real—and if you 
happen to observe that little germ in 
your friend’s make-up, help him kill it 
of. By so doing you may be saving a 
good mind from going to the bad; or, 
too, you may direct it to lofty purposes 
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and ideals, and cure it of laziness. 

The National Retail Credit Associa- 
tion needs the best any and all of its 
members are able to give. This is not 
an association designed for the benefit 
of any chosen few, but for the best 
interests of every credit man and 
credit grantor in the broad United 
States. It is only a matter of common 
sense that all the good thoughts on any 
given subject cannot emanate from one 
particular mind. Two heads are better 
than one, three are better than two, 
and so on ad infinitum. Just reflect for 
a moment on how great the possibilities 
of the National are. If all of us would 
expend a fair share of our best efforts 
for the grand and glorious cause of 
retail credit, in a very short time all 
that has been aspired to for years 
would be a realization instead of a 
dream. It isn’t in the cards for a few 
diligent workers to put the association 
across. It requires a great many work- 
ers, and their efforts must be co- 
ordinating. The country is too vast 
in area to permit of a few men carrying 
out the association’s policies and plans. 








The machinery as designed for pro- 
moting our programs is sound in its 
construction and theory of operation, 
but the man-power is lacking. We 
have directors for various districts, 
chairmen for every state, men selected 
because of their peculiar ability and 
natural attainments, but these men 
have not all qualified thus far. They 
have. taken the association and its 


(Continued from page 4) 


problems as a matter of course and 
have not concentrated upon an analysis 
of their obligations. The duties of a 
director are well defined. He should 
work hand in hand with the various 
state chairmen in his district. When 
a man is honored with election to the 
board of directors he should accept the 
honor with a full realization of his 
and then plan to 
qualify for the position. Likewise the 
state chairmen should appreciate the 
fact that them devolves the 
obligation foster all association 
activities in their particular states and 
to instill into the various credit men 
within their jurisdictions higher ideals 
and more wholesome respect for all the 
National Association represents. The 
National must function through the 
medium of its principals, directors and 
state chairmen. The programs as 
planned can be successful only as these 
men do their duty, and the soundness 
of this statement is substantiated by 
the fact that in those districts in which 
state chairmen and directors have this 
far done what was justifiably expected 
of them, anticipated results for the 
National have been forthcoming. 

Your Manager-Treasurer, Mr. D. J. 
Woodlock, is working untiringly and 
is bending every effort towards a 
fulfillment of his obligation to put the 
administration policies across. Your 
Field Secretary, Mr. Guy Hulse, has 
done himself proud, and is leaving a 
definite impress upon every community 
that he is visiting. Complimentary 
references to Mr. Woodlock and Mr. 
Hulse, from all quarters, justify the 
foregoing. 

The elective officers of your associa- 


responsibilities, 


upon 
to 


tion have accepted their full responsi- 
bilities and have undertaken tasks 
almost impossible of accomplishment. 
I only wish that I were capable of 
describing the sacrifices that some of 
these earnest workers have been mak- 
ing, most unselfishly, on behalf of our 
association. Unstinted praise to Mr. 
J. R. Hewitt, Mr. M. J. Solon, and 
Mr. S. H. Talkes! More power to them! 
Regardless of the degree of success 
which they attain in their work, I 
personally shall always be most grate- 
ful and appreciative of the assistance 
they have rendered me as _ your 
president. The same applies to Mr. 


E. B. Schick, Mr. J. H. Edgerton, Mr. 
Frank Batty and Mr. Leo. Karpeles, 
whose influence on the year’s activities 
cannot be exaggerated. 

The real test will come immediately 
after the new year. It will be then that 
the men aforementioned will learn to 
what extent their efforts have been 
appreciated. With the new year, de- 
tails of plans that have been in process 
of perfection since we left Providence, 
will be presented to the membership 
at large. It is then that the member- 
ship will be expected to produce. 

Don’t disappoint those ardent work- 
ers for your cause! Give them the 
assistance and co-operation they de- 
serve. Do just a tiny bit of work for 
your association—each of you—and 
the results will be astounding. Take 
stock of yourself. Give a thought to 
your obligation as a member of the 
National, and resolve to meet your 
obligation fairly and squarely. Make 
it a Happy New Year for Head- 
quarters in deeds as well as in wishes. 

The season’s greeting to you all. 
May your Christmas be most merry 
and your New Year a prosperous one. 
May your every aspiration be realized. 


| 








Your Collections 


Ye ee 


DETROIT 


Will receive the best attention 
possible if sent to 


The 
Merchants Credit 


Bureau, Inc. 


The largest collection department 
in the city devoted exclusively to 


RETAIL ACCOUNTS. 
The benefits accruing in placing 
your accounts with an organization 


owned by the merchants, for their 
protection, are self-evident. 


| Rates Reasonable 
Safety Assured 


206 E. Grand River Avenue 
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Fiddles, Groceries and Credits | ,: 


Business Counselor, Specialist in Modern Business Methods 


F “CREDITS,” as it has become to 

be commonly known, looms as a 

bigger problem anywhere than in 
the service grocery store, I do not 
know of it. The grocer’s charge ac- 
count problems are aggravated from at 
least four highly significant conditions 
which may be outlined briefly as: 


1. Lack of adequate preparation on 
the part of the majority of those who 


enter the retail grocery business. 


2. Immediate consumption of the 


merchandise, making recourse to the 
increasingly popular indoor sport of 
“jerking” quite impossible. 

3. The rapidly growing tendency 
to pyramid obligations beyond the 
ability of the individual to pay. 

4. Astrong, God-given and intense- 
ly human characteristic that makes 
it almost impossible to say ‘‘no” when 
the possible hunger of kiddies is in- 
volved. 


ADEQUATE PREPARATION Is NEEDED 


Just stop to consider the first of these 
conditions. There seems to be an al- 
most universal impression on the part 
of the public that anybody can run a 
grocery store successfully. Perhaps 
that is why so many try it for a while. 

As a matter of fact, however, quite 
the reverse of the common opinion 
is true, especially as applied to the 
service grocery store. My observation 
convinces me that there is no line of 
retailing which requires a higher de- 
gree of managerial ability, in all that 
the term implies, than does the success- 
ful service grocery store. 

The lack of adequate preparation 
has a direct bearing on the work of the 
credit bureau, for, as you know so well, 
appreciation based on understanding 
is essential in making the most effect- 
ive use of credit bureau service. 

It is well to remember, in this con- 
nection, that the need for adequate 
preparation and continued self-devel- 
opment applies to other lines of mer- 
chandising, though perhaps in different 
degree than the retail grocery business. 
The merchant of today is in a contest 
that requires constant training—ever 
continued striving for improvement, 
just as surely as do the contests that 


By Witiiam E. Kocu 


help to keep men like Babe Ruth and 
Jack Dempsey from starving to death. 

The experience of many years which 
has brought me in close contact with 
great numbers of merchants, through 
the Business Institute and other ac- 
tivities, convinces me increasingly that 





the great fundamental need among the 
rank and file of retail merchants is a 
good practical working knowledge of 
the basic principles of modern retail 
management and control. 

Every retailer learns the technical 
phases of his own business fairly well 
through the sheer force of continued 
close contact, if nothing more. But 
the fundamental principles of success- 
ful retail management, upon which 
the permanency of every business de- 
pends in large measure, are by no 
means as sure to be learned through 
the activities incident to the daily 
routine of the business. As one keen 
observer has put it: ““We retailers have 
plenty of opportunities for learning 
our own business, but little opportuni- 
ty for learning business.” 
lot in a few words. 


He said a 


Business As A PROFESSION 


We frequently are told that business 
management is being developed rapidly 
to the plane of a profession. This 
means, of course, that successful busi- 
ness administration is based on certain 
fundamental principles that can be 
and are being taught and learned 
through schooling and definite train- 


grocer! 
someW 
might 
ing, just as the basic principles tha succot 


underlie the more generally recognizei® been | 
professions are being taught anf do wit 
learned. It also means that busines) Wel 
is more and more definitely recognizing) evenin 
the social service phase of the enter.§ charm 


prise, which is the chief characteristic parent 





of the professional attitude. ® instru 
The progress registered by our great} catgu' 

| schools of business administration, es lifting 
| pecially in view of the relatively fewp &x!ste 
years of their operation, is little short® Pe™! 

| of phenomenal. This is true of theirg the ‘ 
growth, the development of the teach-' that, 
| ing material and methods, and the f Th: 
| results obtained—‘‘the proof of the) ipula 
| pudding.” appez 
While the results obtained have by? ordin 

| no means exploded the theory thatf ming 
the only place for learning business is woul 
in business, they have demonstrated§ ‘© t@ 
clearly that the learning of funda-§ ™°St 
mentals—the preparation for the learn- violin 
ing of business in business, and the "!¥! 
development of ability to solve the | | 
constantly increasing variety of prob-§ num! 
lems that confront the business tl ence 
ager—can be and are being accomplish-§ came 
ed far more quickly and far more— men 
effectively in our modern schools off woul 
commerce than they ever have been orf !n m 


ever could be accomplished with the Al 
former hit-or-miss method of depend- 


F mea: 
ing entirely on actual business 2x- § inst: 
perience. ence 


We know now that it is both possible } but 
and practicable to prepare successfully § and 
for learning business in business, and § of tl 
that it is equally possible to continue A 
learning about business, while actively 
engaged in business, through the 
process of definite training. 
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As a matter of fact, the constantly the 
changing conditions, the rapidly in- 
creasing intensity of competition, the 
steadily rising cost of doing busi 
ness and the apparently constant 
tendency toward the dwindling of 
profits, are making consistent striving 
for improvement in methods a real 
need of the times for those who succeed 
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or maintain themselves permanently Th 
in business. This applies to the hand- lik 
ling of credits as well as to every other BS! 
phase of business procedure; and to If 
wholesalers as well as to retailers. ox 
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WHERE THE FIDDLES CoME IN 


My subject mentions fiddles and 
groceries and credits. That sounds 
somewhat like a new concoction which 
might be classed with chop suey or 
succotash. Perhaps some of you have 
been wondering what fiddles have to 
do with it. 


Well, the thought came to me one 
evening while I sat enchanted by the 
charm that resulted from the ap- 
parently easy manipulation of a small 
instrument made chiefly of wood and 
catgut, and possessing possibilities for 
lifting us about as near to a heavenly 
existence as the most of us are ever 
permitted to experience—this side of 
the Great Divide, I mean. Beyond 
that, I venture no prediction. 

That little instrument was man- 
ipulated by a man who, from external 
appearances, seemed very much an 
ordinary man. If he were here and 
mingling with us incognito we probably 
would have no inkling of his inability 
to taik credits intelligently, or his al- 
most superhuman ability to make a 
violin talk most creditably in the 
universal language of music. 

| happened to ask myself between 
numbers what makes the real differ- 
ence between a fiddle and violin, and 
came to the conclusion that the instru- 
ment with which I was being charmed 
would be a fiddle of the worst kind if 


in my hands. 


Ah, yes; wherein lies the great im- 
measurable difference? Not in the 
instrument, though the possible differ- 
ence in instruments is fully recognized; 
but in the human being who directs 
and controls the inherent possibilities 
of the device. 

A few months ago I happened to be 
seated in a hotel dining room with 
a small group of merchants—success- 
ful merchants, too. In glancing about 
the room my eyes fell upon another 
merchant whom I had met on several 
occasions. I managed, in a manner I] 
assure you quite consistent with dining 
room etiquette, to direct the attention 
of the merchants at my table to this 
particular man. I asked them to ob- 
serve him carefully and see whether 
they could detect any peculiarity. 
They could not. He looked very much 
like any other man in the room. I 
asked them to guess his occupation. 
If they had been taking an examina- 
tion on that, they would have flunked. 


The man in question was the man 
most of you probably would think of 
immediately if you were asked who is 
the most successful merchant in the 
United States today. 

Truly, the visible difference in men 
is relatively slight. Even Jack Demp- 
sey can pass through the same door 
that is made to accommodate a Fritz 
Kreisler or a Misha Elman. 


THe React Dirrerence Is INVISIBLE 


After all, the vast difference between 
men is, in large measure, an invisible 
difference. An expert like Dr. Fitz- 
gerald, of Chicago, can judge the in- 
herent tendencies of an individual with 
remarkable accuracy, but even he is 
unable to measure the extent to which 
these tendencies may be made to 
function. 

Fiddles; groceries; credits—the real 
difference is not in the things them- 
selves, but in the men who handle 
them, and that difference is largely a 
matter of training. 

But what has all this to do with an 
organization such as yours? 
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made? Answer the question as you 
will, but I firmly believe that no state- 
ment ever made has more direct ap- 
plication to permanent success in busi- 
ness today than this little gem that is 
found in the twenty-seventh chapter 
of Proverbs. 

But we need also to take into con- 
sideration the fact that inherent differ- 
ences exist—that an equal amount of 
thinking will take one man_ farther 
than another, just as an equal amount 
of gasoline will take a motorcycle 
farther than an automobile. 

But our inherent qualities are some- 
thing entirely beyond our control and 
need consideration only in learning 
what they are in order that we may 
make the best possible use of them. 

The one thing that we can control 
is the use that we make of our inherent 
qualities, and that is where our think- 
ing begins to play its all-important part. 


THINKING AND TRAINING ARE CLOSELY 
ALLIED 


Some psychologist has said: ‘We 
are where we are because we are what 


a \\ 
hun! a 


The conference is not a ‘‘gab-fest’’ but an opportunity for group thinking 


Well, we are all interested in the 
successful operation and stabilization 
of business, and careful analysis brings 
us more and more to the realization 
that the greatest force at man’s com- 
mand is thought; that the measure of 
our accomplishment in business or in 
anything else is determined primarily 
by the thinking we have done, are 
doing and will do. 

“As a man thinketh in his heart, so 
is he.” Was a truer statement ever 


we are, and we are what we are because 
of the character of our thinking.” 

I would want to change that a little 
and make it read: ‘““We are what we 
are because of our inherent qualities 
plus the character and extent of our 
thinking. The character and extent 
of our thinking is, then, the most im- 
portant element for our consideration. 

Now, as I see it, thinking and train- 
ing are closely allied.. Training that 

(Continued on page 20) 
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The authorizer’s control board in the credit office 
of Crews-Beggs Dry Goods Company provides the 
means of having complete control over every 
charge authorization. Clerks’ charge phones are 
conveniently located in the selling departments. 


THE NATIONAL CAS 
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yes thirty secon 
| Charge Service 


— to forty seconds to authorize a charge is 
the record of the Crews-Beggs Dry Goods Com- 
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] pany, Pueblo, Colorado. This speed is made possi- 
ble by the National O. K. Charge Telephone system 
i with which the store is completely equipped. 


“We have been more than satisfied with the 
results obtained through the use of cash reg- 
isters and charge telephones,” writes the man- 
agement. “From thirty to forty seconds is 
the time required to O. K. a charge transac- 
tion. The better service we are rendering 
| our customers is appreciated and is favora- 
bly commented on by them.” 
| 











The experience of The Crews-Beggs Company is typ- 
ical of that of hundreds of stores everywhere which 
are changing to this new and better method of au- 
thorizing charge sales. 


Our Department Store Division at Dayton, or 
any of our representatives will be glad to 
furnish complete information on the O. K. 
Charge Phone system. 


GISTER COMPANY “cio” 
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National Office Items 


THE MID-WEST CONFERENCE 
AT OMAHA 

On November 21 and 22, the con- 
ference of members of the National 
Retail Credit Association, located in 
the mid-west district, was held at 
Omaha, Nebraska. The attendance 
fell below the mark of three hundred 
which had been set by the National 
office, but the meeting proved interest- 
ing and educational. Open forum dis- 
cussion on “‘How to increase profitable 
charge business,” “How to follow slow 
accounts,” and “How to 
brought almost every member to their 
feet. 

A banquet was held on the evening 
of November 21 at the Fontenelle 
Hotel with Manager D. J. Woodlock 
as the only speaker. 

All arrangements for the conference 
and entertainment of delegates was 
looked after by Mr. Allen T. Hupp, 
manager of the Omaha Associated 
Retailers, who was given a special 
vote of thanks by the conference. 


collect,” 


UNIONTOWN, PA., HOLDS 
MEETING 

The retailers of Uniontown, Pa., 
have made wonderful progress within 
the past year. 
now numbers 127 members. 

On November 21, the annual meet- 
ing was held with Mr. J. D. Hays, 
manager of the Harrisburg, Pa., credit 
association as speaker. He put over 
his message with sincerity and force 
and several new members were signed 
following the meeting. 

Mr. Ed. Ward, manager of the 
Uniontown Credit Bureau, is respon- 
sible for the development of the excel- 
lent spirit of co-operation among the 
merchants of Uniontown. 


The local association 


WAUKEGAN ORGANIZES 100% 
NATIONAL 


The Merchants Credit Bureau of 


Waukegan, Illinois, under the leader- 
ship of Mr. H. L. Stevenson, held a 
reorganization meeting for the mem- 
bers and voted to make their organiza- 
tion 100% National. This is a very 
forward step and their application for 
100% National affiliation proves that 
they are going to have a real live credit 
bureau in a very short time. 


OUR NEW FOUR POINT 
COLLECTION SYSTEM 

Encouraged by the wonderful results 
secured by members who used our 
Four Point Collection System in book 
form, the Board of Directors of the 
National Retail Credit Association 
authorized the production of a complete 
collection system put up so as to be 
convenient, automatic, and effective. 

We now present our new Four Point 
System in a neat box, 11%x9%4x3\, 
which can be placed on desk or in 
letter file. 
tickler system, assuring accuracy, ac- 


It contains a follow-up 


counts coming up on the day you 
desire. Also a supply of three letters, 
a supply of forwarding blanks and 
a 32-page book of suggestions for per- 
sistent and effective collection methods. 

This is the final word in a collection 
system of this type. We guarantee its 
Each letter is an indi- 
vidual one, not taken from a book; no 
perforated edge. 

The price to members only is $20.00 
per system. 


effectiveness. 


Don’t spend money on 
questionable systems when your asso- 
ciation can furnish one which gets 
results. An investment of $20.00 now 


gives you a perpetual collection service. 
WATCH KANSAS CITY 

The Retail Credit Association of 
Kansas City meant what they said 
when they told us they would make 
our 1928 convention the greatest in our 
history. 

They have arranged to hold our 
meetings at the new Shrine Temple, a 
magnificent building only a block from 
our headquarters hotel, a wonderful 
auditorium with three balconies, up- 
holstered chairs for the delegates, 
acoustics perfect, a setting such as we 
have never had, committee and con- 
ference rooms in keeping with the 
main auditorium, cafeteria and dining 
service so it will not be necessary to 
leave the building, and a banquet hall, 
the most beautiful in the West, capable 
of seating two thousand persons. 

Remember, our convention this year 
will be held June 19-20-21-22. Put 
that date on your calendar and make 
up your mind now that you will be one 
of those who will make this the greatest 
gathering of credit grantors in the 
nation’s history. 


RESOLUTIONS ADOPTED BY 
MIDWEST CONFERENCE 
AT OMAHA 

We, the members of the Midwest 
District Conference of the National 
Retail Credit Association assembled at 
Omaha, Nebraska, November 21 and 
22, hereby adopt the following resolu- 
tions: 

1. Believing that the interests of 
the merchant and the consumer can 
best be served by a better understand- 
ing of the credit policy of the com- 
munity, we recommend that there be 
no competition in credit terms, and 
that in the absence of any other ex- 
pressed terms, thirty-day terms apply 
and are to be observed. Thirty-day 
terms mean payment in full by the 
tenth of the month for all purchases 
of the preceding month. 

2. The expenses of the retail mer- 
chant are very largely increased by the 
cost of carrying past due accounts. 
Many accounts are past due because of 
the failure to understand credit terms. 
We therefore recommend that terms 
and manner of payment be clearly 
stated to the purchaser when the ac- 
count is opened. 

3. To avoid undesirable 
quences in retail credit work we recom- 
mend that direct inquiry, that is in- 
quiry direct from one credit executive 
to another, be avoided and that all 
information be cleared through estab- 
lished retail credit bureaus. 


conse- 


A GOAL FOR CREDIT ASSOCIA- 
TIONS TO SHOOT AT 

The hundreds of underfinanced credit 
bureaus and local associations who are 
struggling to give service in spite of a 
narrow minded and penurious mer- 
chants association, will be encouraged 
by what has happened in Los Angeles. 

The book value of each share of 
stock in the Retail Merchants Credit 
Association is today $215.00. Six 
years ago it was not worth the paper 
it was written on. Today a surplus of 
$62,500.00, with $28,000.00 cash in 
bank and $16,000.00 of gilt-edge re- 
ceivable, testify to what Mr. J. H. 
Van De Water has accomplished. It’s 
the old saying, “He knew his job and 
he made good.” 


(Continued on page 2/) 
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Credit Studies at University of Kansas 


By Frank T. Stockton 


Dean, School of Business, University of Kansas. 


UREAUS of business research 

at our various universities have 

turned their attention to a wide 
variety of subjects. At the Harvard 
Graduate School of Business Adminis- 
tration, and at the School of Commerce 
at Northwestern University, numerous 
studies have been made of the cost of 
doing business in various lines. In 
particular, these schools have studied 
and have developed cost schedules for 
different types of wholesale and retail 
At such institutions as 
Indiana University, the University of 
Texas, and Ohio State University, con- 


concerns. 


tinuous studies of business trends in 
the states supporting these schools 
have been made. At other schools, such 
as the University of Nebraska, and the 
University of Illinois, bureaus of busi- 
ness research have studied a variety of 
subjects of interest to business firms 
in their territories. The diversification 
shown in the studies made by the 
several bureaus is indicative of the 
wide field of inquiry open to those who 
wish to investigate business problems 
and policies in a scientific way. There 
can be no doubt but what business 





Henry F. Holtzclaw 
Asst. Director, School of Business 


leaders have already profited by the 
investigations made by the university 
research bureaus. I am confident that 
as times goes on there will be closer co- 

















Frank T. Stockton 
Dean, School of Business 


operation between business groups and 
the universities so far as the develop- 
ment of research work is concerned. 

The School the 
University of Kansas began operation 
in the fall of 1924. At the same time 
that the school began to function, a 
of Business 


of Business of 


Research was 
The dean became the 
director of the bureau and Professor 
Henry F. Holtzclaw was appointed as 


Bureau 
established. 


associate director. An advisory com- 
mittee, consisting of certain members 
of the school’s staff, was also appointed. 

It was the feeling of those in charge 
of our bureau that useful studies could 
very readily be made in the field of 
mercantile credits. It was discovered 
that very little work along this line was 
being other 
Furthermore, in view of the fact that 
modern competitive conditions were 
likely to create a tendency toward too 
liberal credit granting and toward the 
undue expansion of installment buying, 
it was felt that investigation in the 


done at institutions. 


credit field could be made to yield very 
desirable results. Naturally, since the 
university was a state institution, the 
Bureau of Business Research felt it was 
obligated to confine its studies as far 
as possible to conditions existing in 
Kansas. 

The first study was one entitled 
“Credit and Collection Policies of 


Kansas Retail Clothiers.” It was is- 
sued in October, 1925, over the 
signature of Professor Henry F. Holtz- 
claw. Since this was our first bulletin 
of any kind, it attracted only a limited 
amount of attention. Unfortunately, 
the study on which it was based was 
made just prior to the movement for 
the ten-payment plan among retail 
clothiers. Consequently, the bulletin 
said nothing about that plan. It did 
contain a discussion of terms of sale, 
exchange and approvals, losses from 
bad debts, responsibility for credit and 
collection work, and it also made a 
comparison of credit sales versus total 
sales among the forty-four retail stores 
reported. Some attention was given 
to the collection methods followed by 
the clothiers. 

Our next study in this field was a 
bulletin “Credit and Collection 
of Kansas Retail Lumber 
Dealers,” issued in October, 1926. The 
writer of this bulletin was Mr. Theo- 
dore A. Sanborn, one of the owners of 
the Sanborn Lumber Company, which 
operates three yards in Kansas. The 
bulletin was 


on 
Policies 


based information 
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John G. Blocker 


Asst. Director, School of Business 


obtained from four hundred and thir- 

teen yards in Kansas. It covered such 

matters as terms of sale, discounts, 
(Continued on page 30) 
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Fiddles, Groceries and Credits 


.does not develop thinking is ineffective; 
and thinking that does not result in 
training is not real thinking at all. It 
is only the something which we some- 
times like to think is thinking. 


You would not expect me, I am sure, 
to stand here very long without saying 
something about the Bureau of Busi- 
ness Training of the National Associa- 
tion of Retail Grocers, which happens 
at present to be my pet hobby—not a 
bit more than you would expect a 
Californian to spend his time talking 
about Colorado or Kansas or even 


Florida. 


As a matter of fact, | have been 
talking about the Bureau of Business 
Training all the time. At any rate, I 
have tried to. I have tried to give you 
a mental picture of the foundation of 
constructive thinking upon which the 
entire training procedure is based. 


Furthermore, I feel fully justified in 
calling your attention to this program 
because I firmly believe that it is a 
trail-blazing proposition which in fu- 
ture will mean much more to the rank 
and file of retailers and to your own 
profession than can be realized by the 
casual observer. 


SOMETHING NEw IN BUSINESS 
TRAINING 


In the short time at my disposal, I 
cannot even begin to convey a reason- 
able conception of what the National 
Grocery Training Program really is 
and how it functions. I can only 
mention that it is the result of the 
combined efforts of officials of the 
National Association of Retail Grocers, 
numerous successful grocers serving 
both as individuals and on committees, 
the expert staff of the Federal Board 
for Vocational Education and_ the 
Director of the Bureau of Business 
Training. 


If you can form a mental picture of 
these forces working co-operatively 
toward the development of a training 
method that will produce the greatest 
possible result with the least possible 
effort, you will at least recognize the 
possibility of something really new 
having been developed in the way of 
business training. 


(Continued from page 15) 


The plan is based squarely upon the 
conference method of teaching which 
recognizes that we develop only by 
building onto our previous thinking and 
experience, and that our greatest con- 
cern is not with what we are today but 
what we are to be tomorrow—that con- 
structive thinking is the soul of prog- 
ress and that vision is its guiding star. 


Thinking leads to vision and vision 
leads to reality. That is why I believe 
we can paraphrase Ben Franklin truth- 
fully and say: “Take care of your 


thoughts and your life or business will 
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The difference is inside the head 


take care of itself; and that is why 
our training program is based upon the 
stimulation and guidance of construct- 
ive thinking. 


We realize that the only conclusion 
worth very much to anyone is the con- 
clusion that he reaches for himself. No 
matter how much or how effectively 
we may work co-operatively, the old 
adage of “every fellow for himself” 
always will be appropriate and true. 


Every one of us has observed that 
one of the outstanding characteristics 
of successful business men is a tendency 
toward originality and individuality, 
rather than a tendency to imitate 
plans or practices that are or seem to 
be producing good results for others. 


Successful business men of today are 
thinking men—rea/ thinking men, not 
men who think they think. Those who 
expect to be guided by specific rules 
or instructions to be followed in one- 
two-three order, will be much better 
off in the long run if they remain in 
positions with such managerial in- 
fluence as is provided by the factory 
foreman or the chain store supervisor. 


STRAIGHT THINKING RESULTS IN 
ORIGINALITY AND INDIVIDUALITY 


We might say that the training 
incident to carefully planned and 
guided conferences aims directly at the 
development of straight thinking which 
leads to originality and individuality; 
and that is but another way of saying 
that it develops one’s ability to judge 
for himself. 

Someone has said that success in 
any undertaking depends upon the 
ability of the individual to use good 
judgment, and that really seems to be 
about all there is to it. The big point 
is that there is quite as much difference 
in the application of judgment as there 
is in the application of the little instru- 
ment that is either a fiddle or a violin. 

The fiddler usually is a self-made 
institution; the violinist invariably is 
trained. That’s worth thinking about. 
Do we not have business men who 
classify relatively as fiddlers and 
violinists? And what measures their 
Is it not the sum and 
substance of their inherent ability and 
their training? 


difference? 


Every time we make a decision or 
pass judgment, we have thrown in the 
clutch and we move either ahead or 
reverse. The direction and extent of 
the movement depends upon the ex- 
tent and direction of the applied power, 
and the really effective power in busi- 
ness or any other phase of civilization 
is the power of analytic. thinking, 
which results from practical training. 

The effective training process is, 
therefore, the process that develops the 
ability to think straight—to analyze 
a situation correctly—to see all sides— 
to think the thing through—to reach 
sound conclusions—to be oneself—to 
develop initiative—to exercise one’s 
originality and individuality. 


CAREFULLY PLANNED AND GUIDED 
Discussion PRovIDES THE START 


When the same group of men meet 
week after week and devote themselves 
to the serious discussion of questions 
and cases that have an influence on the 
success of their business, they stimu- 
late their thinking along lines that 
ordinarily are overlooked in the regular 
course of daily routine. 


(Continued on page 28) 
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W. R. BRYAN 
is an excellent 
Mr. W. R. Bryan, President of the 
Retail 
of Louisville, Kentucky, one of the 
most efficient units of the National 


Above likeness of 


Merchants Credit Association 


organization. 

Mr. Bryan is credit manager of the 
John C. 
Louisville’s outstanding retailers. In 
1915 he was treasurer of the National, 


and has always been an enthusiastic 


Lewis Company, one of 


worker in the cause of better credits. 

Under Mr. Bryan’s leadership, the 
Louisville association is rapidly in- 
creasing its membership and expects to 
reach the three hundred mark before 
June. It is worthy of note that Louis- 
ville was one of the first cities to be- 
come 100% National in membership. 


AN INTELLECTUAL TREAT 

In the November issue of “Business” 
a magazine published by the Bur- 
roughs Adding Machine Co., there 
appears an interview with Mr. J. H. 
Van De Water, manager of the Retail 
Merchants Credit Association of Los 
Angeles, which should be read by every 
credit manager and bureau secretary. 

We are not reprinting this article 
because most of our members read 
“Business,” but those who do not 
should write to Burroughs Adding 
Machine Co., Detroit, Mich., and ask 
for a copy. 
lectual treat. 


You will enjoy an intel- 


(Continued from page 18) 
NEW ORLEANS OPENS COL- 
LECTION DEPARTMENT 
Mr. Frank L. Miller, manager of 
the New Retailers’ Credit 
Bureau, announces the opening of a 


Orleans 


collection department as an adjunct 
of he bureau. 

The Collection Department is under 
the management of Mr. Harris Copen- 
haver and is expected to render a 
superior service to the three hundred 
and fifty-odd bureau members. 

The department is expected to meet 
a long felt need and desire on the part 
of the bureau members for a complete 
and permanently established collection 
service to handle the adjustment of 
unprofitable delinquent accounts. 
WICHITA, KANS., ASSOCIATION 

HOLDS RECORD BREAKING 

ANNUAL MEETING 

That Wichita, Kansas, merchants 
are thoroughly united on a community 
credit policy was demonstrated on 
November 22, when 614 retailers and 
wholesalers sat down to a banquet in 
Room, after three 
hundred guests had been turned away 


the Innes Tea 


because of lack of seating capacity. 
It was the annual joint meeting of the 


MRS. GLADISH DEAD 


In the passing of Mrs. Anna A. 
Gladish, Kansas City loses one of 
its prominent pioneer women. 
Apparently in good health, death 
came early on Tuesday as she 
slept. 
by two daughters, Miss Lela 


Mrs. Gladish is survived 


Gladish, treasurer of Harzfeld’s, 
and Miss Ella B. Gladish, well 
known in local musical and club 
circles. Mrs. Gladish was the 
constant companion of her daugh- 
ters, whose tender devotion to 
their mother was frequently re- 
marked by a wide circle of friends. 


* * * 


Those who attended the con- 
ventions of the National Retail 
Credit 
Mrs. Gladish always accompanied 
her daughter, Leah, who is an 
enthusiastic the 
association. 


Association will recall 


supporter of 





Retail and Wholesalers Credit Associa- 
tion of Wichita, and emphasized the 
close harmony existing between the 
two bodies in Wichita. Harry Howard, 
of the Massey Hardware Co., spoke 
for the wholesalers and C. O. Chandler 
for the retailers. Mr. A. D. McMullen, 
of Oklahoma, credit director of the 
National Retail Credit Association, 
was the guest speaker and delivered a 
serious talk on credit and collection. 

National Director R. J. Puckett, of 
Wichita, and C. E. Waggoner, the 
energetic manager of the Wichita Re- 
tail Credit Association, are to be con- 
gratulated on this wonderful meeting. 


WOODLOCK AGAIN CONFERS 
WITH FINANCE COMPANIES 
Mr. Woodlock made another trip to 
Chicago and interviewed the finance 
companies in an attempt to secure the 
finance reporting business for the 
members of the Service Department. 
This will have a two-fold benefit 
when complete, as it will not only 
centralize the reporting business, but 
will give the credit manager the benefit 
of the finance companies’ information 
and by 
reporting much better. 
Mr. Woodlock reports a very success- 
ful conference, and expects within the 
near future to have these plans com- 


so doing will make credit 


plete. 
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National Retail Credit Association 
Committee at Capitol 


ITH the opening of the 
70th Congress, the National 
Retail Credit Association 
showed its intention to press its re- 
quest for a national survey of retail 
credit conditions by the Department 
of Foreign and Domestic Commerce. 
A committee, headed by Manager- 
Treasurer D. J. Woodlock, appeared 
before the House Appropriation Com- 
mittee and urged an appropriation of 
fifty thousand dollars for the survey. 
The personnel of the committee was 
as follows: 


PERSONNEL OF COMMITTEF. 

Berore House 
APPROPRIATION 

James R. Hewirrt, Credit Manager, The Hub, 
Baltimore, Md., and Vice-President, National 
Retail Credit Association. 

Justin H. Epcerton, New York, N. Y., Credit 
Manager, James McCreery & Company. 

Joun M. Connotty, New York, N. Y., Secre- 
tary-Manager, Associated Retail Credit Men. 

W. A. Crarke, Jr., Richmond, Virginia, Secre- 
tary-Manager, Retail Merchants Association. 

StepHAN H. Tatkes, Washington, D. C., 
General Manager, Associated Retail Credit 
Men. 

R. Preston Sueatey, Washington, D. C., 
Washington Counsel, National Retail Credit 
Association. 

Davip J. Wooptock, St. Louis, Missouri, 
Manager-Treasurer, National Retail Credit 
Association. 


APPEARING CoMMITTEE ON 


Mr. Woodlock addressed the com- 
mittee as follows: 

Honorable Chairman and Gentlemen 
of the Committee: 

“This committee appears before your 
honorable body as representatives of 
the National Retail Credit Associa- 
tion, a merchant-owned and controlled 
mutual non-profit organization devot- 
ing all its time and efforts to promot- 
ing sound credit practices among retail 
merchants. 

“We represent 16,447 of the most 
progressive retailers of the country 
whose annual sales are over $10,000,- 
000,000.00 and we operate a service 
department made up of 947 credit 
clearing houses in as many different 
cities and serving 170,000 merchants. 

“Recognizing that with the develop- 
ment of individual credit, there has 
been created in recent years a new form 
of credit which we call consumption 
credit, which we must recognizeas hav- 
ing value as a part of our economic life, 


’ 


yet which like other forms of credit 
which preceded it, such as agricultural 
credit, business or productive credit, 
individual credit presents many tea- 
tures and abuses requiring a more care- 
ful analysis of its functions and !imita- 
tions, our association last August in 
convention at Providence, Rhode Is- 
land, presented a request to the chief 
of the United States Department of 
Foreign and Domestic Commerce that 
the sum of $50,000 be included in the 
department budget for the purpose of 
making a survey and analysis of retail 
credit conditions in the country, in 
order to determine to what extent 
its use and abuse were affecting our 
business and social life. 

“This committee before you today 
also appeared before General Lord, the 
Director of the Budget, and urged the 
importance of this survey. We realize, 
however, that you gentlemen, as mem- 
bers of the Committee of Appropria- 
tions, and Congress have the responsi- 
bility of finally passing upon the mat- 
ter, and we are here to present our 
reasons for our request and urge you 
to grant same. 

“We hold the retail interests of the 
land to be a basic industry and the 
prosperity of the entire nation can be 
promoted by the application of sound 
business principles to retailing. 

“Our 1,313,000 retailers can be 
regarded as the sales organization or 
distributing force for our manufactur- 
ers and in proportion to their applica- 
tion of modern business methods to 
their business, the retailers keep our 
factories and mills working to produce 
the merchandise which they pass on to 
the consumer. 


“Credit has become an almost 
universal medium of exchange and just 
as we recognize the necessity of stabiliz- 
ing our currency, we should leave no 
stone unturned in order to safeguard 
the extension of credit. Used properly, 
it is a business builder, a promoter of 
increased sales for the merchant, and 
a convenience for the citizens, but if 
improperly or unintelligently handled, 
so as to result in large losses from bad 
debts or an extensive tieup of the 


nation’s capital in accounts receivable 
which may curtail the purchasing 
power of either the merchant or the 
citizen, then it becomes a menace for 
the nation’s prosperity. 

“We hold our country has been 
made prosperous because credit has 
increased sales and stimulated business 
so as to take care of mass production 
of our mills and factories, yet thirty 
retailers fail in business every day and 
income tax reports indicate 43% of 
firms are not making money. Most of 
these failures and much of this actual 
loss of property is due to a lack of 
knowledge of how to safely extend 
credit. 

“We hold that if the wage earner is 
permitted to buy in excess of ability 
t» pay, or if a great number of individ- 
uals mortgage unearned salaries to 
purchase on the installment plan, it 
will not alone slow up business all 
down the line, but will destroy the 
content and happiness of the people 
and seriously affect our home and 
political life. 

“‘We believe our Government should 
be interested in these angles of the 
retail business and make a survey 
which will enable the merchant to stop 
guessing and apply stabilizing methods 
which will affect our entire economic 
structure. 

“The Department of Commerce is 
is to be complimented on the work 
they have done in connection with 
foreign commerce and we feel if given 
the means, it will apply the same 
effective energy to our domestic prob- 
lems. It might be well to emphasize 
the fact that last year over $4,000,000 
were spent on foreign commerce and 
only $150,000 on domestic commerce. 

“Installment sales last year amount- 
ed to $6,500,000,000.00 and it is grow- 
ing by leaps and bounds. We regard 
this as good business if properly safe- 
guarded, but as this feature of retail 
credit is a development of recent years, 
we have no facts or figures to determine 
to what extent this method is affecting 
our commercial and social life. What 
are the losses? How is it affecting the 
continuous purchasing power of the 
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What effect is it having 


individual? 
on the wage scale? on interest rates? 
on selling prices? turnover on invested 
capital? thrift of our people, etc.? 
‘Modern business to be successful, 


must have facts and we hold it is 
proper and logical for the Department 
of Commerce to gather this informa- 
tion which is of inestimable value to 
every retailer and banker of the land. 

“The National Retail Credit Asso- 
ciation have compiled statistics of this 
kind from its own members, but they 
are only a small part of our retail in- 
dustry. Harvard University and the 
Universities of Virginia, Ohio, Mich- 
igan, Indiana, New York, Colorado, 
Nebraska, Kansas, Oklahoma and 
Missouri have compiled some figures 
but they are not complete. The Federal 
Reserve Board include in their report 
collection percentages but they repre- 
sent the figures of only five or six 
of the largest stores in each district. 

“In order to be of value, these 
figures should cover the experience of 
every retailer in every line of business. 
The Department of Commerce can 
reach all these and we as an organiza- 
pledge our support and 
operation through our individual mem- 
bers and our organized locals. It was 
the National 
Retail Credit Association expects to 
do that we were able to reduce the 
appropriation asked for to $50,000. 
Without the aid of our members, we 
feel the amount required would be 
greatly in excess of this figure. 


tion co- 


because of the work 


“Being in touch with all sections of 
the country and realizing the demand 
for this survey, we know we could have 
flooded your committee with letters 
and telegrams from thousands of re- 
tailers, but we realized each of you 
gentlemen are in daily and constant 
touch with business and economic con- 
ditions and such an appeal was un- 
necessary. We did, however, through 
our vice-president, Mr. James R. 
Hewitt, of Baltimore, feel out the 
situation in various sections for our 
own satisfaction and your personal 
information and have with us here, 
letters and telegrams from forty-two 
States, representing 912 individual 
merchants and associations of mer- 
chants numbering 32,216 members. 
This will give you an idea of how inter- 
ested retailers are in securing active 
credit assistance and how popular your 
favorable action to our request will be.” 
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Chairman Shreve and the other 
members of Congress showed great 
interest in our work and were partic- 
ularly impressed with a graphic chart 
presented by Mr. Woodlock showing 
the number of retail stores as com- 
pared with other businesses. Over one 
thousand letters and telegrams from 
all parts of the country were presented 
to the committee. They all endorsed 
the plan of the National. 

THANK YOU 

We wish to express our sincere 
thanks to those bureau managers, 
local association secretaries, and in- 
dividual merchants who responded to 
our request for telegrams and letters 
endorsing our plan for a_ national 
survey of retail credits. 

Although we had but a few days in, 
which to act before appearing before 
the Congressional Committee, our 
vice-president, Mr. J. R. Hewitt, re- 
ceived 912 individual letters from 
merchants, and 300 telegrams from 
association secretaries, representing 
82,000 merchants. 

The Ohio State Retailers, with a 
membership of 50,000, led the list. 
We also had the endorsement of the 
National Retail Clothiers and Furn- 
ishers, and the National Retail Furn- 
iture Association. 

This spirit is encouraging to your 
officers and we enter upon this year’s 
legislative program feeling that the 
entire retail interests of the country 


are back of us. D. J. Wooptock, 


Manager-Treasurer. 


OUR WASHINGTON 
REPRESENTATIVE 

The wisdom of the Executive Com- 
mittee of the National Retail Credit 
Association in selecting Mr. R. Preston 
Shealey, a Washington, D. C., at- 
torney, as our representative at the 
nation’s capital, is shown by the 
number of important legislative mat- 
ters we now have under way. 

First: Our plan for a national survey 
of retail credit by the Department of 
Commerce. 

Second: A bill to amend our laws 
so as to permit the garnishment of 
federal employees. 

Third: An amendment to the 
postal laws making it possible to get 
addresses on registered mail receipts. 

Our association is now recognized 
at the national capital as a factor in 
business economics. 








Mr. Shealey has lived in Washington 
many years and has a_ personal 
acquaintance with almost every official 
of any importance, as well as many 
Senators and Congressmen. For years 
he was the Washington representative 
of the Wholesale Credit Men’s Associa- 
tion, and was largely responsible for 
recent changes in the bankruptcy law 
advocated by that association. 

His advice and services are available 
for any member of the National Retail 
Credit Association. If you have any 
problems in Washington, write to 
R. Preston Shealey, Colorado Build- 
ing, Washington, D. C. 

FEDERAL EMPLOYEES 
GARNISHMENT BILL 


Honorable L. C. Dyer has, after a 
long conference with our Manager- 
Treasurer, Mr. D. J. Woodlock, agreed 
to reintroduce the bill providing for 
garnishment of Federal employees. 
It will be very difficult to secure the 
passage of this bill, but according to 
the present plans which Mr. Woodlock 
has made, he feels that we have at 
least a chance of securing this much 
needed legislation. 


The Federal Reserve Banks 
and the Discount Rate 


(Continued from page 9) 


really represents an insignificant part 
of our total day to day transactions. 
There has been no effort to “denature,” 
or “demonetize” or “‘sterilize’’ gold. 
Partly by design, partly by good 
fortune, we have developed a monetary 
system in which gold is no longer a 
circulating medium, but is the yard- 
stick or standard by which our cur- 
rency or our checks and drafts are 
measured. When gold is flowing into 
the country to pay for goods and 
services, or for any other reason, it 
goes to increase bank reserves, and 
ultimately helps to boost the reserves 
behind our Reserve Bank currency. 
But whether there is an ebb or flow of 
gold, the effect is gradual, small, and 
really negligible. 

As to the matter of Federal Reserve 
Bank management, and their super- 
vision by the Reserve Board, the con- 
clusion I come to is that we should 
exercise caution,—if we are to keep the 
ship of state on an even keel, we must 
not rock the boat. 
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Is Credit Still Sound? 


the sanctity of credit impaired? Let us 
hope that it is not, that sanity. and 
Who 


regulates our banking? The bankers, 


better judgment will prevail. 
of course. Well, then, let us as mer- 
chants regulate credit and keep it safe. 
Its use, sacred, and it character, sound. 
That is, morally sound. That is, sound 
business. That is, economically desir- 
able. 

The responsibility of the twentieth 
century credit man individually and 
collectively is very great. The cumula- 
tive effect of good or bad credit on the 
community is far reaching. You may 
be quite certain that any business that 
does not watch its credits is poorly 
managed all the way through. When 
we convert merchandise into charge 
accounts we must take just as much 
care of these open accounts as we 
would of the merchandise. A merchant 
will let his accounts go bad, but he 
would not do that with his stock; he 
would move it. Therefore, merchan- 
dise your accounts, stir them up, keep 
them active, use the association and 
its Adjustment Department. 

Analysis is per se a prerequisite 
to success. The credit association is 
not a hobby but involves a serious 
fundamental business problem affecting 
bad times and prosperity. The 
evitable cycle which swings the pen- 


in- 


dulum to overloaded credit is a bar to 
prosperity, whereas a paid-up com- 
munity is an asset instead of a liability. 
We should spend within our abilities. 
A dollar goes only so far. We must 
liquidate some time. Bankers set us 
an example when they ask us to take 
up our notes every now and then. The 
demands on the public purse are climb- 
ing. Too easy credit presents a danger. 
No good can possibly come from such 
a situation; instead, public contempt. 


Pay-up campaigns are a_ decided 
failure. Degeneration of good charge 
accounts has already set in. Credit 
men from all over the U. S. A. can 


testify to that. Excuses of the debtor 
are legion and their credit conscience 
The 


temptation to increase volume is fatal. 


is not overstrong. merchant’s 
Is it fair of the merchant? Is it proper 
to tempt people to buy beyond their 
means and their purses? Who makes 
the deadbeat? Credit is the merchant’s 
problem forever. He cannot evade it. 


(Continued from page 10) 

Get all the facts, then decide what 
course you wish to take. Extravagant 
profits will never save the merchant. 
What makes business bad when defla- 
tion comes? Bap Crepir. You hear 
common remarks in the street. It is 
crude and coarse and all that. They 
are up to their neck! Politely they are 
overbought or oversold. I leave it to 
you to decide. 


Any logical standpoint must be 
based on sound thinking and must form 
a workable plan, practical for all 


purposes. Are you convinced of the 


advantages and the economic necessity 


that is no reason why we cannot open 
the properly and_ handle 
things right. We need not seek alibis, 
It is up to the merchants to make 
credit conditions right. 

Cut out the frills, dock the prolix- 
ities, expose the faults, eliminate the 
fads. Let us get down to hard, sound 
business. 


accounts 


Why not have an understanding 
with the customer when you open the 
account? Could automobiles have been 
sold any other way? Why is the retailer 
then the victim? Why complain? Why 
not be aggressive to the 7th degree? 
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The Reaper 


for credit control? I have been told 
that Eureka is a great town for dead- 
beats because it is a railway terminus. 
I don’t believe it. I do not believe our 
city any different from any other. It is 
perhaps a better place to do business 
in than anywhere else. It is true that 
we have a rather fluctuating population 
on account of the lumber industry, but 


Ladies and gentlemen, I do not wish 
to dramatize; but we are now living in 
an age of gigantic combines, bank 





mergers, electric power systems, steam- 


ship pools, chains of department stores, 
and food store combines. Mass pro- 
duction is the dominant factor of our 
machine age. A much higher standard 


(Continued on page 26) 
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This month I would direct the at- 


tention of our members to a condition 
yund § | am sure is widespread and that shows 
conclusively the lack of “definite credit 
ding policy, economically correct.” This 
| the B particular condition is not directly 


within our control, either as individual 
credit men or as an organization. Yet 
we may be able in some manner to 
exert a useful influence; and mean- 
while, although the comparison is not 
direct, we may well take some lessons 
from this situation 
ji Formerly it was thought disgraceful 
to have a mortgage on one’s home, 
just as it was a sign of poverty to run 
a bill at the store. But recent years 
> have seen an ever increasing extension 
| of credit in the purchasing of homes as 
in the purchasing of merchandise. 
Terms have become easier and easier. 
» Nowadays no one minds admitting 
that his home has a mortgage against 
it—and perhaps a second mortgage or 
a contract as well. 
| This is well and good as long as this 
extension of terms does not unduly in- 
crease the price of the property or lead 
to overbuying. But when the price 
of the home is increased from 10% to 
20% in order to provide for discounting 
these mortgages or contracts; or when 
the payments to be made exceed a fair 
proportion of the purchaser’s income, 
then somebody is due to take a loss— 
often a serious one—and I insist that 
individual losses are really community 
losses; hence the concern of every- 
body ; 
Authorities today generally agree 
that when a home is sold for a down 
payment of 10% of its price and when 
the monthly payments are 1% of the 
price, including interest, then financing 


. costs are not excessive, and the 
wish purchaser should get value received. 
ng in ® Then if these monthly payments do 
bank @ not exceed 25% of his income he can 
eam- § keep the payments up and not get into 





cores, @ financial difficulties. There are, of 







pro- ® course, exceptions to these rules, but 
f our @ in general they will serve. 
idard 





However, if the down payment is 
less than 10%, the temptation to over- 












‘Credit Literature Committee’s 
Column 


A MEsSAGE FROM Past PresIDENT RAtpo W. Watson 
SPOKANE, WASHINGTON 


buy becomes too strong for some 
people. The cost of financing unduly 
increases the purchase price. Interest 
charges are too high throughout the 
life of the contract. Monthly payments 
consume too much of the income. 
Taxes are more than the buyer is able 
to pay, and the upkeep expense is like- 
wise too great, so the property runs 
down and becomes in bad condition, 
unsalable and even unrentable without 
large outlay. 

The ensuing situation is sure to be 
hard on others than the unfortunate 
buyer. The seller will almost surely 
suffer loss even after such a deal has 
run on for a year for so. The buyer 
having sacrificed other creditors, in 
hopes of pulling out of his difficulties, 
will finally be owing merchants and 
others who have extended him credit, 
and meanwhile -he will have cut his 
expenditures for food, clothing, fur- 
nishings, amusement, etc., all 
minimum. 


toa 


The conclusion then is that every- 
body connected with such a deal will 
lose money—and that conclusion is 
true except that a few workmen will be 
paid to recondition the premises and 
some broker will be paid to resell the 
property. 

Perhaps the real lesson in this con- 
dition is that unsound practice in one 
line of business affects many if not all 
other lines, and that we credit men 
should first see that our own credit 
policies are sound; then lose no op- 
portunity to condemn unsound policies 
on the part of others. 





For Sate: Credit Bureau estab- 
lished two (2) years, with a member- 
ship of 100, in a trade territory of 
35,000 population. Monthly income 
in dues $300.00 and $100 from col- 
lections. Running expense $150.00 
per month. Suitable for a secretary 
to operate himself with one girl. Can 
be purchased right. Inquire care of 
National Office, St. Louis, Mo., 
Box 5. 











THE $3.00 BAD DEBT=$100 SALE 


It looks like an uneven match to 
put a $3.00 bad debt up against a $100 
sale. One is just about as important 
as the other. That is, just as much 
attention must be given to the col- 
lection of the $3.00 account as to mak- 
ing a $100 sale, for figures reveal the 
fact that the average net profit based 
sales for retail merchants the 
country over does not exceed 3%, or 
$3.00 on the $100 sale. 

If lax collection methods in the store 
permit the apparently small $3.00 
account to be charged off to profit and 


on 


loss, then it is equivalent to standing 
at the door and preventing a sure $100 
sale from coming into the store. In 
fact, those who know say that it is 
worse to charge off the $3.00 account 
than to lose a $100 sale. When an 
account is charged off it means that 
the customer is most generally afraid 
to come into the store to make other 
purchases. 

That brings up another question 
that has been discussed a whole lot 
in credit associations. The question is, 
“Just how much can I afford to pay 
to get an account collected?” Down in 
Maine last month a prominent mer- 
chant of the state told a representative 
of the National Association that he had 
just given a reliable collection agency 
in his city a large number of accounts 
which had already been charged off to 
profit and loss, and would have to pay 
fifty per cent commission on any of 
them collected. This merchant asked 
the question if that was too much to 
pay. If the accounts had already been 
charged off, why cquldn’t the mer- 
chant afford to pay oz, commission 
for collection of P. & L. accounts? 
Especially when it makes possible 
renewal of business relations between 
the customer and the merchant on a 
cash basis, and at the same time it has 
the more far reaching effect of estab- 
lishing a more positive and firm credit 
policy in that community. 

The collection department of a store 
must give as much attention to the 
collection of the $3.00 account as the 
salesman does to making a $100 sale. 


THERE ARE MANY 


“Your wife doesn’t seem to make 
much of a success with her reducing.” 
“No; Margaret is one of those poor 
—Boston Transcript. 


losers.” 
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of living has resulted, more leisure for 
the car, for the radio, the theatre, and 
for travel. These things have brought 
us the convenient installment plan, 
which I do not discuss now. Many 
retailers do not sell on the installment 
plan, but they are getting paid that way 
if they get paid at all. 
have no security, no understanding, 


These retailers 
absolutely nothing but a promise, often 
writing, and many retailers are being 


cleaned think. 
His gross profits are dwindling on ac- 


out faster than you 
count of the all too heavy receivables, 
and severe competition does the rest; 
and then he goes where we should not 
go, and that is in Receiver’s hands, a 
fine sounding term for going broke. 
An account on the books is only as 
good as the customer behind it. Through 
know 


your accounts you shall 


customers. A 


your 
amount of 
shrinkage in the collection of the ac- 
counts is unavoidable, but we often 
forget that prevention is better than 
cure. 


certain 


Don’t trust your judgment 
rely on facts—investigate. Think be- 
If you cannot say no 
when you should 
The not the 
secretary nor the board of directors, 
nor its president; it is not a one man 


fore you act. 
you are lost. 


credit association 1s 


show for a privileged few, but it is a 
group activity of modern enlightened 
business and professional men who have 
seen the signs of the times. They are 
the credit men up in the pilot house 
willing to navigate the ship until it 
The 
credit men of today are not bigoted or 
panic-striken or worried. They have 
confidence in themselves and in these 
great United States. They follow the 
modern trend. 


reaches port safely and sanely. 


They do all they can 
to help, to make far greater happiness 
for all, and to make it possible to raise 
the standard of living by adopting 
lenient, farseeing, but sane and safe 
methods for the common good of the 
people of this country. As such the 
credit association needs all the help 
which you as business men can give it. 

Here is an “‘ask me another”’ book 
that should prove a big seller amongst 
the credit fraternity: 

A membership in the credit associa- 
tion—what does it mean to you and 
your business? What is it worth in 


(Continued from page 24) 


dollars and cents? How can our educa- 
tion of the merchant help? Who 
benefits it most? Are we stabilizing 
our economic condition? 

Are our bad debts falling off? What 
is the percentage and is it diminishing? 
Do 
you use application blanks? Do you 
phone for information? What is the 
Do you use 
How 

Do 
you help yourself by leaving them 
there? Why do merchants file $14,000 
in bad accounts each month? 


What are we doing about it? 


limit of your accounts? 
the Adjustment Department? 
old are your inactive accounts? 


Does the public respect a sound 
credit policy? Have you a collection 
system? Do you phone and volunteer 
information? What is the strong point 
in the association? Does it command 
If so, why? How do 
the outside bureaus help? Is the net 
tight or open? Who will hold the sack? 


Can 


public respect? 


Do net profits disappear? we 
afford a loose credit policy? 

The psychology of the unpaid ac- 
count—what is it? Do we need a large 
membership or an active membership? 
The Reporting Department—can we 
make it stronger? How strong are 
your credit reports? Do you get all the 
data they have on file? 

What do our surveys show? It is 
the deadly curve of dissipated net 
profits that makes useless overhead 
and holds things back. It is false 
economy not to belong to the associa- 
tion. To belong and not adhere to the 
association’s idea is a joke which is on 
the member. Let us resolve now to 
act. Let us command the situation. 


Help the 


Use the association. 


Adjustment Department. 
Sometimes I wonder if talking helps. 
I believe that it does, that it gives us 
new courage, a new stimulus. 
The to letters 
reveal the story, pathetic they are, 
sometimes. 


answers collection 
Deadbeats don’t write. 

I stated in my article in the conven- 
tion booklet that psychology would 
some day play an important part in 
credit. It is ever a human problem. 
We must link analysis and research to 
psychology to understand the prob- 


lems. What then, is a desideratum? 


Unlimited co-operation between mer- 
chants who control credit. Credit is an 
important function and will attract 


better men than we have now. Com. 

plexity of modern life demands it. 
Credit is a story of human desires 

and ambition often engulfed by mis- 


understanding. Let us pause a mo- 


ment on the highway of our great J 


modern business life. 
I hold the merchant responsible. 
us keep credit safe and sane. 


Let 














YOUR OWN 
Xmas and Banquet 


| CIGARS 


These cigars are hand made and 


contain all imported tobacco. 
mild and spicy. 
The band on each cigar carries the 
| emblem of the National, together 
with the words ‘“‘The Cigar of Char- 
, acter.”’ ; 
| A box of these cigars will not only 
be appreciated for their quality, but 
| will make a very novel gift forXmas, 
| birthdays, etc. 
Credit luncheons, round table 
| meetings and banquets are not com- 
plete unless you have a box of 
“Credit” cigars. 
It is something novel and will 
interest your members. Order some 
for your next meeting. 


Extra 


100 Credit Cigars. __$10.00 
50 Credit Cigars... 5.10 
eee 


Order from 
| NATIONAL RETAIL CREDIT 
| ASSOCIATION 











ATTENTION 
STORE EXECUTIVES 


We know of a credit manager 
with exceptional ability, clean 
record, pleasing personality, who is 
seeking a position. If you need a 
+ business building credit executive 
write National Retail Credit Asso- 
ciation, attention D. J. Woodlock, 
Manager-Treasurer 


Let us reflect. | 
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| To What Extent 


have ever installed. This provides 
direct telephone lines from all the 
Sires @ leading stores, finance companies, etc., 
mis- § into the bureau office. There are now 
mo- } something over sixty of these direct 
reat § jines, and approximately fifty trunk 
7 i lines leading into the operating board. 

et 








This equipment eliminates the neces- 
sity of a private exchange operator, 
although there are more than thirty 
operators at the board. 

When a call is made for the bureau 
it is indicated by a white light before 


Date 


Name in Full 


APPLICATION FOR CREDIT WITH 


Age 


Are We Interested 


(Continued from page 6) 

each one of the operators, so that the 
one that is not engaged at that time, 
answers the call, at which time the 
color of the light changes to red in 
front of all operators, indicating that 
the call is being taken care of and the 
line in use. 

The Uniform Application Blank 

In addition to this the bureau covers 
the entire down-town section four 
times daily with its messenger service 
Outside in- 
vestigations and interviews are made 


for clearing references. 


No. 


UNIFORM APPLICATION BLANK ADOPTED BY 
THe AssociateD Retait Crepir MEN or Dertroir AND Mercuants Crepit BurEAU 


Wife 
_ _ Husband 





Residence 


How Long 





Phone No. _ 





Previous Residence 


Business 
Employer 


How Long 





Business Address 


Previous Address 
Wife or a ‘ 


Husband Employed Where 





Nearest Relative 
Property ( Jwned 
{Branch 
\Main 


Bank with < 


Checking 
Savings 





Under What Name 


Store References 


Personal References 


Authorized Buyers 


Est. Monthly 
— Purchases $ 








Are You Owing Any Past Due Accounts Elsewhere 








! AM MAKING THIS APPLICATION AND STATEMENT FOR THE PURPOSE 
OF SECURING CREDIT FROM THE ABOVE AND AGREE TO PAY EARLY 








IN THE MONTH FOR ALL PURCHASES OF THE PRECEDING MONTH. 
Taken by Signed —___ Date | Pes 
Limit _ Signed 
Approved by 

CHECK HERE KIND OF REPORT WANTED 
| | | 
Telephone Tel. Special Written Foreign Reference None 
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in Retail Credits? 


by a corps of investigators, each one 
having his own territory area 
within a radius of twenty (20) miles 
from the central office being completely 
covered. 


an 


These investigators report 
into the office only in the morning be- 
fore starting out and then each one 
calls the office every hour throughout 
the day. 

The files at the 
present time approximately a million 


bureau contain 
records of individual buyers. 

A uniform application blank has 
been adopted—the illustration show- 
ing the nature of the information to be 
obtained by the credit man. These are 
in duplicate—the duplicate of the 
application being sent in to the bureau 
for a check-up and a report. 

The bureau also provides blanks for 
its members, on which are reported all 
items of interest—derogatory or other- 
wise—which are immediately recorded 
on its cards. 

It also records daily all items of 
public record affecting individuals. 
The policy of the bureau is not to wait 
until the individual has been inquired 
upon as a credit applicant necessarily, 
but the moment anything appears on 
the court records, or in the newspapers, 
or otherwise, that might be of value, 
it is recorded in the files—anticipating 
the possibility of a report being wanted 
at some time in the future. 

One 
clusively to checking up of lost ad- 


department is devoted ex- 
dresses, through which three or four 


hundred “skips” are located each 
month for its members. 

The bureau pioneered in its estab- 
lishment of a Collection Department 
in connection with its other services. 
It is a well-known fact that the average 
collection agency, or firms of attorneys, 
have practically avoided retail ac- 
counts, and were frankly stating that 
they did not care to handle them, and 
were placing their rates so high that it 
discouraged the retail merchant. 

It is very evident that there was a 
great field for a Collection Department 
This 


division has consequently grown to be 


specializing on retail accounts. 


one of the largest collection agencies 
in the city, maintaining four attorneys 
on its staff, in addition to a large corps 
of assistants. 


(Continued on page 29) 








Fiddles, Groceries and Credits 


(Continued from page 20) 


As one grocer put it after having 
participated in some ten or twelve 
conferences: “It’s a queer thing, fel- 
lows, but I sit here at this table and 
see things that have been before my 
eyes in the store for twenty years with- 
out having been noticed.”” That man 
is developing his power of constructive 
thinking, the power of observation 
which results therefrom, and he is on 
the way to make a greater success of 
his business. 

I frequently hear business men pooh- 
pooh the conference idea as ineffective 
and wasteful of valuable time. So it is, 
when not properly directed and con- 
trolled. In fact, what frequently is 
classed as a conference is not a con- 
ference at all, but merely a gab-fest. 
Ineffective and wasteful? Of course it 
is; and possibly worse. It may be 
destructive, as is the case with every 
other power without proper direction 
and control. 

But constructive group thinking, as 
stimulated through carefully directed 
discussion, does not suffice. The chief 
purpose of the conference is to serve 
as an effective starter. It must be 
followed with individual or still think- 
ing which is admittedly more difficult, 
but absolutely essential because it really 
is in still thinking that the individual 
determines his success or failure. 


To assist along this line the National 
Grocery Training Program provides 
each group member with a set of 
“notes” after each conference. This 
comprises a written discussion of the 
topic under consideration at the pre- 
ceding conference and serves to enlarge 
the thinking,as well as more completely 
to exercise individuality. 


The notes differ from ordinary text 
material in that they contain nothing 
to be learned, but only things to be 
thought about and which may in- 
fluence the individual’s activities as 
applied to his own business. 


The law of growth is the law of 
intelligent use. Any one of us who con- 
fines himself too closely to the regular 
routine of his own business necessarily 
becomes fixed in his habits and thereby 
closes the door of progress in propor- 
tion to the degree that his thinking has 
become set and inflexible. 


Continuep TraintinG Is THE NEED 
OF THE TIME 

An effective way to counteract the 
danger of becoming too firmly set in 
our habits of thought, is to exercise our 
thinking along lines that lead to im- 
provement in our regular activity and 
yet carry us away from its necessary 
routine. 

Such conventions as this obviously 
are decidedly helpful along this line, 
especially to those who take advantage 
of the opportunity afforded for thought 
stimulation—for the accumulation of 
information and inspiration which lead 
to advancement. 

Not long ago I heard a number of 
reports from delegates to a certain 
convention. The keynote of the 
majority of these reports was, “we had 
a glorious time—the entertainment 
was the best ever.”” Now, this seemed 
to indicate that the delegates thus 
reporting were more or less set in their 
convention habits, and considered such 
occasions primarily as a means of 
affording an opportunity for sociability 
and a “darn good time.” 

These admirable factors should, of 
course, be prominent at every conven- 
tion; but, after all, the chief purpose of 
a convention surely is along another 
line which should at least have due 
consideration in the report of a dele- 
gate. 

I mention this incident only to 
emphasize the need for deliberate and 
definite effort to stimulate constructive 
thinking—to look for the things that 
will help us to grow in the vocation 
through which we make our contribu- 
tion to society. 

A deliberate effort to develop our 
vision of better service and greater 
accomplishment is always helpful, and 
therefore stands as the core of practical 
business training. 

Obviously the more complex our 
commercial structure becomes, the 
greater the need for deliberate and 
definite training to keep us fit for the 
job at hand. 

My sincere hope is that you may be- 
come increasingly interested in the 
application of practical business train- 
ing for those already engaged in busi- 
ness, and that you will help the cause 
along at every consistent opportunity. 
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CREDIT AND COLLECTIONS: 
TURNOVER OF ACCOUNTS 
RECEIVABLE 


By Karpex INstiruTE 


Speeding up collections is recognized 
by modern business to be just as im- 
portant as reducing manufacturing 
and selling costs. 


Collection departments are approach- 
ing their task from the comprehensive 
angle of turnover of accounts re- 
ceivable. This is simply the relation- 
ship between the actual volume of 
business and the unpaid accounts re- 
ceivable at the close of a period, and 
is as essential as stock turnover. 


As a specific example of how an 
accounts receivable turnover figure is 
usually arrived at, and of the ad- 
vantages resulting from more rapid 
turnover of such accounts, let us as- 
sume that the average daily sales 
volume of a small retail business is 
$1,000, and the average daily total of 
outstanding accounts is $50,000. By 
dividing the latter figure by the former, 
we find that the accounts receivable 
turnover figure is “50 days.” 


Now, if this business is successful 
in speeding up collections to the point 
where the average daily total of ac- 
counts receivable is $40,000, with 
average daily sales continuing at 
approximately $1,000, it has reduced 
the turnover figure to “40 days.” 


Figuring this $10,000 reduction at 
6% interest, a saving of $600 a year 
has been effected on borrowed capital, 
as this amount would have been paid 
out as interest if the outstanding ac- 
counts had _ continued 


$50,000. 


to average 


If the finances of the business are 
in such shape so as to permit operating 
without borrowing, this amount of 
$10,000 may be invested to return 6% 
with safety, realizing the same saving 
of $600 a year. Or the surplus of 
$10,000 may be used for business ex- 
pansion. Obviously, in larger com- 
panies with considerably greater sales 
volume, these figures will increase 
proportionally. 


As aclass, manufacturers and whole- 
salers are inclined to watch their out- 
standing accounts more closely than 
retailers. 
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Educational Committee Announces the 


| New “National Pay Promptly 
| Ad Folio” 


of the Crepir Wortp, our 
900 association secretaries and 
bureau managers which constitute 
the Service Department, will have 
received the new “National Pay 
Promptly Ad Folio.” This may be 
a surprise to some and a disappoint- 
ment to others, though I hope not 
the latter. 

The committee has spent two 

months’ time and considerable money 
in the preparation of this book and 
we have tried to give the members of 
the something worth 
while. 
' When the Executive and Finance 
Committees at the post-convention 
meeting September 5th in St. Louis, 
gave the Educational Committee 
authority to promote Prompt Pay 
Advertising in a national way, I 
believe it was one of the most pro- 
gressive steps the association has ever 
taken. We have all heard the question 
asked: ‘What service is the National 
Association giving to the members?” 
The directors of the association have 
been attempting to answer these 
questions by just such activities as 
this. 


Ber ste you receive this copy 
| 


association 





Late in October the committee sent 
out 900 questionnaires to association 
secretaries and bureau managers 
throughout the country in an en- 
deavor to gather information which 
was necessary as a basis for our work. 
I am very pleased to report that ap- 

proximately 550 replies were received 
| and nearly all of these showed an un- 
mistakable interest in Prompt Pay 
Advertising. All did not agree and 
there were many varied ideas, but the 
answers plainly indicated a nation- 
wide interest in this form of educating 
the public. More than 300 expressed 
themselves as favoring all-the-year- 
round publicity and most of these 









asked for advertising copy and ideas 
that would enable them to begin a 
campaign in their respective com- 
munities. We therefore feel that the 
“Ad Folio” is very timely and it is 
the committees’ sincere hope that 
many of the advertisements will be 
found suitable for your needs. 


Wuart THE Book ConrTains 

The “National Pay Promptly Ad 
Folio” is made up of 40 credit ads, 
each advertisement appearinginits full 
size. There are master mats of each 
ad in the committee’s headquarters, 
607 Palace Building, Minneapolis, so 
that mats may be obtained for any 
of the advertisements without delay. 
Local associations may order these 
mats by number, as few or as many 
as desired. They will be billed to the 
local association practically at cost. 
The advertisements are in the follow- 
ing sizes: 


Six ads—2 columns x 6 inches 
Six ads—2 columns x 8 inches 
Twelve ads—3 columns x 10 inches 
Ten ads—S5 columns x 16 inches 
Six ads—7 columns x 20 inches 


At this writing the committee is 
also engaged in preparing a series of 
editorials on credit and prompt pay- 
ment. This is more or less of an ex- 
periment and we can not predict how 
successful they will be. Editorials 
must necessarily be considered news 
if we expect editors to publish them 
gratis. Opinions of editors are quite 
apt to vary and whereas one news- 
paper would be willing to publish 
some of our credit themes, another 
might turn them down. Those who 
prefer this type of publicity to the 
regular display ads will, of course, be 
able to publish the editorials at 
regular advertising rates even though 
the newspapers do not regard them as 
proper editorial material. 


The committee is likewise keeping 
in mind quite a number of associations 
who prefer a campaign for one week 
in the year. As formerly, this will be 
designated “‘National Pay Promptly 
Week” and will probably be scheduled 
some time in March. More will be 
said about this later in these columns 
and by direct correspondence with 
the associations who are interested. 


Yours for a great Prompt Payment 
year, 


Mitton J. Soton, 
Chairman, Educational Committee, 
National Retail Credit Association. 


To What Extent Are We 
Interested in Retail 
Credits? 


(Continued from page 27) 


The bureau, therefore, works two 
ways for the protection of the mer- 
chants: First—in assisting them tokeep 
undesirable accounts off their books; 
and second—to help them in getting 
their money from the few bad accounts. 

The bureau also publishes a weekly 
bulletin, listing confidential informa- 
tion to its members, and furthermore, 
sends out a cautionary card whenever 
any derogatory information is received 
on an individual, to all members who 
are known to be interested in that 
individual. Probably the best evidence 
of the beneficial results from such an 
organization is the remarkable growth 
in membership that the bureau has had, 
starting with 85 members, and now 
having something over 1,100. This 
growth in membership has been with- 
out any high powered solicitation, but 
merely through demonstration of what 
it has done, and is trying to do, for the 
retail community as a whole. 

That the bureau is kept busy by its 
1,100 members is indicated by the fact 
that it furnished during the month of 
October, to its members, 20,925 re- 
ports—an average of 835 reports a day. 
It is doubtful if this has ever been 
equalled by any other bureau in the 
country. 

One group of wholesalers, being so 
impressed with the work of the bureau, 
recently sent out, at their own expense, 
to all of their customers, letters 
recommending that, if they had not 
done so, they should join the bureau. 

One large wholesale house has in- 
serted the question on their credit 
application: “Do you belong to your 
local retail credit bureau?” and they 
have conveyed the impression that one 
who does meets with considerably more 
favor with them than one who does not. 

Wholesalers, as a rule, insist upon 
their customers carrying proper fire 
insurance. The loss from fires in 1926 
was but a little more than one-half 
of the credit losses mentioned above, 
during the same period. Do you, there- 
fore, know whether your customer is 
taking the same precaution in paying 
for credit insurance, as well as fire 
insurance? The former seems to be 
the more destructive of the two. 
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Credit Studies at University of Kansas 


liens and other methods of securing 
debts, interest charges, and losses from 
bad debts. The bulletin 
nine tables showing in a statistical 


contained 


manner how the several vards lined up 
on different kinds of credit and col- 
lection policies. A considerable part 
of the bulletin was published in the 
“American Lumberman.” A resume 
was also given by Mr. Sanborn at a 
meeting of Kansas lumber dealers. 

The most recent bulletin dealing 
with credit is one entitled “Retail 
Credit Bureaus in Kansas,” issued in 
October, 1927. Its author is Mr. John 
G. Blocker, an instructor on the staff 
of the School of Business. This bulletin, 
after setting forth the various types of 
retail credit bureaus found in Kansas, 
makes a brief statement of the growth 
It then 
analyzes the policies of the various 


of such bureaus in our state. 


bureaus as regards boards of directors, 
officers, secretaries, and committees. It 
shows what plans are followed for secur- 
ing members and for the adjustment of 
dues. The methods pursued for the 
collection, editing and dispensing of 
credit information are analyzed. Next 
it shows what Kansas bureaus 
doing in making reports to other 
bureaus and agencies and in collecting 
A brief statement is made 
regarding the Kansas Associated Credit 
Bureaus the National Retail 
Credit Association. Industrial loan 
associations are also considered, with 
particular reference to the Crawford 
County Loan Association, organized 
in Pittsburg, Kansas, in 1926. Finally 
a list of the Kansas credit bureaus is 
published in the appendix. 

The demand for the 
“Retail Credit Bureaus 
has proved to be much larger than 
what we anticipated. Naturally, we 
are pleased to be asked to furnish four 
hundred copies to one of the bureaus in 
our state and we wish we had them for 
delivery. In limited 
publication funds and the requests for 
bulletins from every section of the 
country, we have been unable in a 
number of cases to provide as many 
copies as have been desired. Our 
bulletin came out just a few days after 
Mr. Truesdale’s excellent pioneer vol- 
ume on credit bureau management. 
For a while we wondered whether 


are 


accounts. 


and 


bulletin on 
in Kansas” 


view of our 


(Continued from page 19) 


there would be any justification in 
issuing our publication, but we finally 
that an 
tensive study of bureau operation in 


came to the conclusion in- 
one state might serve very well to 
supplement the material in Truesdale’s 
excellent book. 

Certain other studies regarding re- 
tail credits are also under way at the 
University of Kansas. Mr. Holtzclaw 
is now preparing some data relating 
to the credit and collection policies of 
radio dealers in this state. Tentative 
plans are also being made for a study 
of credit and collections in certain other 
selected lines. 
bulletins deals with chambers of com- 


One of our published 


merce in Kansas, and we hope soon to 
start work on another bulletin covering 
merchants’ associations. We believe it 
is a good plan to study various types 
of commercial organizations together, 
sinee there is such a close relationship 
between chambers of commerce, mer- 
chants’ associations and retail credit 
bureaus. 

The School of Business has had a 
very happy relationship with the 
Kansas Associated Credit Bureaus. 
For two years members. of our staff 
have been on their programs. It has 
been a matter of great gratification to 
have the Associated Bureaus go on 
record as commending the credit 
studies which have been made at the 
university. We expect to have at least 
one member of our staff attend regular- 
ly all future meetings of the organ- 
ization. 

It may be well to state here what 
attention is being given in the uni- 
versity class rooms to credit matters. 
Since 1925 we have been giving a 
course on Credits and 
which has dealt with retail credit al- 
most exclusively. Next year the title 
of the course will be changed to Credit 
Management, and the field covered 
will be extended somewhat to include 
the credit policies of manufacturers 
and jobbers. Undoubtedly the student 
will have a much better view of mer- 
cantile credit if he studies its use by 
the manufacturer and the jobber, as 
well as the retailer. Some attention is 
also given to credits in our courses on 
Business Finance, Retail Merchandis- 
ing, Market Administration, and For- 
eign Trade. As a matter of fact, dis- 


Collections 


cussion of credits is necessary in every 
course dealing with marketing. Ban 
credit is handled separately in courseg 
dealing with banking institutions and 
operations. To a limited extent, the 
“case system” is used in our classes 
dealing with credit. We wish that 
more good cases were available and 
we hope to secure some on our own ac- 
count from firms and bureaus in our 
territory. 

It is our belief that the Bureau of 
Business Research, as a part of a 
public institution, is in a position to 
make onty these studies and investiga- 
tions which are general in character. 
From our analysis of the retail credit 
bureau situation in Kansas we are 
convinced that in many cities and 
districts the bureaus need a consider- 
able amount of reorganization. In some 
cases such reorganization can be 
provided from within. In other cases a 
considerable amount of benefit can be 
obtained by securing help from outside 
forces. Those members of our staff 
who are thoroughly acquainted with 
the field of credit bureau organization 
and operation hold themselves ready 
as individuals to consult with bureau 
secretaries and to do such organization 
work as may be deemed desirable and 
We are anxious to have 
every credit bureau in our state an 
active functioning organization. Our 
resources are available for the bureaus 
as a whole and to such particular 
organizations as may wish special 
assistance. 


necessary. 





Crepit AND Co.t.ection Man- 
AGER would like to secure position in 
the South or West. Six years ex- 
perience accounting and bookkeep- 
ing, with two years studying law. 
Can furnish best of reference. Reply 
to Box 9, Crepir Wor tp, 606 
Equitable Bldg., St. Louis, Missouri. 








Posirion Wantep: Experienced 
bureau operator and solicitor wants 
permanent position with good credit 
bureau. Married, age 24, good 
education, references. Will go any- 
where. Write Box ““T’’, c/o Crepit 
Wor.p, 606 Equitable Building, 
St. Louis, Missouri. 
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